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Further extending its service, the Massachusetts 
Mutual Life Insurance Company now urites 
Ordinary Life, not to exceed $30,000, on men 
who qualify, at rated ages 66 to 70, inclusive. 


Annual Premium per $1,000 
Rated Rated 
Age Amount Age Amount 


66 $100.60 69 $119.46 
= 106.46 70 126.66 
112.74 


SUPPOSE: A man at rated age 66 buys $10,000, and dies during the first year . . . 


$10,000.00 Amount policy pays 
1,006.00 Premium paid 


$ 8,994.00 Amount by which benefit exceeds premium paid 
BUT SUPPOSE: He lives to age 76, pays the premiums for 10 years, and then dies... 


$ 1,006.00* Gross premium per year 
x10 Years 


$10,060.00* Total gross premiums paid 
10,000.00* Minimum policy pays 


$60.00* Maximum net cost for $10,000 constant protection for 10 years 
6.00* Maximum net cost of $10,000 protection per year 
.60* Maximum net cost per $1,000 protection per year 


OR SUPPOSE: He lives to be 80, 85, or beyond. He would, of course, make more premium pay- 
ments. But who would complain of living to pay premiums for too many years? 


*AND REMEMBER: The policy pays Annual Dividends which may be used to reduce gross 
premiums, to increase the proceeds, or otherwise as the policy provides. 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
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Mutual Life Cuts 
Interest Rate on 
Policy Loans 


Sliding Scale Drops 
to 3°, on Sums 
Exceeding $1,500 


Mutual Life as of Sept. 1 will begin 
to charge reduced interest rate on policy 
joans, old as well as new, a step taken 
in view of the declining general interest 
rate, President L. W. Douglas an- 
nounced at the National Field Club’s 
convention held in New York City. 
This also, he explained, is a definite bid 
for policyholders’ patronage in the small 
loan field, designed to restore a section 
of the investment portfolio that always 
has been considered one of the soundest 
and most profitable, but which has 
slipped due to non- competitive rates. 
This is an entirely voluntary action. 
The new rates will be 5% on the first 
$750 of loan, 4% on the next $750, and 
3% on all sums in excess of $1,500. This 
compares with a flat rate of 6% called 
for under most of the company’s poli- 
cies, and of 5% on certain others. _ 
Policyholders with existing loans will 
be notified individually and granted the 
necessary adjustment when their next 
interest payment is due. 


Loans in Force Have Shrunk 


Many life insurance policyholders 
have borrowed on their policies at lower 
rates from banks and other outside 
lenders, rather than from the company, 
and as a result, the volume of policy 
loans has shrunk steadily in recent 
years, Mr. Douglas said. The personal 
loan business has drifted away from Mu- 
tual because the rates no longer were 
competitive, he said. The plan is aimed 
at recapturing for the benefit of all 
policyholders a profitable business. 

“Our studies over the past few years,” 
he explained, “indicate that by lowering 
our policy loan rates we should be able, 
in due course to increase our policy 
loan business sufficiently to provide a 
greater investment income than we now 
receive under the higher rates. 

“The financial success of the whole 
plan will depend upon the volume of 
policy loans that can be attracted to the 
company under the lower rate schedule. 
Therefore we plan to call to the atten- 
tion of our 1,000,000 policyholders the 
advantages of a policy loan as compared 
with other types of loans. 


Will Apply No Pressure 


_“In this connection, I want to make 
it very clear that we do not and will 
not urge any policyholder to borrow. 
But I want to make it equally clear 
that if he intends to borrow—whether 
for business reasons, personal reasons, 
or for purchase of consumer goods—a 
policy loan, at these new low rates, may 
be more economical and more advan- 
tageous for him than other credit or 
financing arrangements that are avail- 
able, and hence may better serve his 
heeds.” 

The sliding scale-of interest rates was 
adopted because it is more equitable 
to all policyholders than any single uni- 
form rate could be. On small loans 
the expense of handling absorbs a rela- 
tively larger part of the interest income 
than on larger loans, therefore a some- 
what higher rate on small loans is justi- 

(CONTINUED ON PAGE 20) 





100th Anniversary Parley 
for Mutual Life Qualifiers 


NEW YORK—Mutual Life cele- 
brated its 100th anniversary at the first 
meeting of the National Field Club since 
1941. Of a total of 686 field men at- 
tending, 486 had qualified this year. The 
membership has written $139 million or 

52% of the total new business this year. 
Revitalisation of the company during the 
past five years and future policies were 
the chief concerns at the conference. 

President Lewis W. Douglas empha- 
sized improvements in the financial po- 
sition of the company in his address at 
the anniversary banquet. Surplus of 
Mutual Life is now up to $96 million or 
6% of assets according to Mr. Douglas. 
He pointed out that no substantia] im- 
provements in the competitive position 
of the company should be expected until 
surplus stands at 8%%. His primary 
concern is for the absolute solidity of 
Mutual Life against any conceivable 
economic upheaval. A change in the in- 
vestment picture has also been achieved. 
From over $1 million deficiency in 1944 
and earlier, investment returns have 
risen to $75,000 excess in 1945 and 
$240,000 excess the first six months of 
1946. 


Patterson Reviews Program 


Alexander E. Patterson, executive 
vice-president, referred to a plan en- 
visioned five years ago. The essentials 
of this program are to strengthen the 
financial structure, to select risks on a 
more exact scientific basis, to build up 
the field force and to eliminate mar- 
ginal producers, to provide and intensify 
a thorough training program, and to de- 
sign a program to improve policyholder 
relations. Mr. Patterson spoke not only 
of the improvements that had been made 
but of the efforts that would be neces- 
sary to continue and expand the pro- 
gram. 

Sam S. Herwitz, with the largest vol- 
ume of production of any member, be- 
came president of the field club. He 
spoke of changes that had taken place 
during his 23 years with the company. 

At a luncheon the field underwriters’ 
advisory committee reported that where- 
as formerly only one man in 10 suc- 
ceeded with the company, now three of 
every four new men succeed because of 
selection and training. Following this 
report Gene Flack, director of adver- 
tising and trade relations counsel of 
Sunshine Biscuit, Inc., delivered an 
amusing speech entitled “Shoot the 
Works.” 


Hull Welcomes Visitors 


Roger Hull, vice-president and man- 
ager of agencies, opened the assembly 
with a welcoming speech. Lloyd Yeates 
of Oakland spoke on the field men’s 
place in American business. Donald 
Woodward, second vice-president, fol- 
lowed with an address on “Women Are 
Here to Stay.” Two beautiful young 
ladies decorated with orchids assisted 
him in illustrating his points. 

At the first afternoon session, Percy 
Goyne of Little Rock, an ex-army pilot, 
gave his views on starting right. He 
explained why Mutuals’ training pro- 
gram appealed to him particularly. “More 
Business Ahead and Why,” was the 
subject of Gilbert Moody of Columbus, 
O., another young agent. Orlyn Rob- 
ertson, Los Angeles, addressed the 
group describing how to sell $1 million 
with insured income service. The day 
closed with the president’s reception 
dinner at which Cornelius J. McCole, 
Scranton, regaled the group with amus- 
ing stories under the subject “It’s a 
Great Business.” 

Friday’s activities opened with a man- 
agers’ conference of which session chair- 
men were Thomas B Read of Des 


Moines, Wilbur K. Hood, Portland, 
Ore.; R. C. Wonderlic, Baltimore; C. J 
Frey, Erie, and Richard S. Lawton, New 
Orleans. The field men then convened 
according to geographical division for 
conferences on particular activities of 
the home office. 

A committee on investments consist- 
ing of Oliver M. Whittle, vice-president 
and manager of securities investments; 
Henry Verdelin, vice-president and man- 
ager of real estate department; Stewart 
S. Silloway, second vice-president and 
assistant manager of securities invest- 
ments, and Charles A. Stewart, manager 
farm loan division, outlined certain 
changes in the investment program. It 
was noted that in loans against com- 
mercial property the credit rating and 
management is considered more impor- 
tant than property rating. A lack of 
the proper distribution of investment 
which had formerly been too heavily 
concentrated in the east, has been recti- 
fied by exploring investment territory 
throughout the country. A close rela- 
tionship of local banks is being main- 
tained for the purpose of placing indus- 
trial loans. Because of a dwindling sup- 
ply of classic investments and the declin- 
ing interest rates, new outlets have been 
sought in industry. In 1935, $25 million 
of industrial loans were placed, in 1935 
$112 million. In 1941 the company went 
into the mortgage business in full force, 
organizing a nationwide system for that 
purpose. Only recently Mutual has be- 
gun to compete for farm loans. 


Committee on Selection 


The committee on selection and medi- 
cine, headed by Leigh Cruess,, vice-presi- 
dent and manager of selection, who was 
supported by William T. John, secretary; 
Andrew C. Webster, assistant manager 
of selection; W. M. Bradshaw, medical 
director in charge, and R. L. Willis, med- 
ical director, answered questions as to 
various kinds of risks. 

Lewis W. Dawson, vice-president and 
general counsel; J. McCall. Hughes, 
counsellor; John G. Kelly, assistant gen- 
eral counsel; Haughton Bell, assistant 
general counsel, and G. A. Munch, as- 
sistant counsel, formed the committee on 
legal questions. 

The actuarial committee was made up 
of Joseph B. Maclean, vice-president arid 
actuary, Dwight S. Beebe, vice-presi- 
dent and treasurer; Walter Klem, asso- 
ciate actuary; Manuel Gelles, associate 
actuary; Edward H. Wells, assistant ac- 
tuary, and Mrs. Annie M. Motheral, 
assistant actuary. 

The public relations section with Clif- 
ford B. Reeves, second vice-president; 
Donald B. Woodward, second vice-pres- 
ident; Ward Phelps, director of training, 
and Albert Trussell, director of sales 
promotion, reported that out of 45,000 
letters received due to advertisements on 
social security themes, one in four was 
a sales prospect. The sales promotion 
section displayed a_ brief-case which 
would be made available for all agents 
who wish to carry their sales material 
in handy form. 

Lewis H. Brown, trustee of Mutual 
Life and president of Johns Manville 
Corp., was introduced by President 
Douglas. Mr. Brown’s address was con- 
cerned with the reorganization of the 
company during the past six years and 
with the economic climate in which the 
company would probably operate during 
the next 10 or 15 years. 

At the jubilant 100th anniversary din- 
ner, a gentleman hiding behind dark 
glasses and a long, black, forked beard 
was found sitting in the president’s chair 
at the speakers’ table. It appeared that 
Orson Welles had deserted the Mercury 

(CONTINUED ON PAGE 21) 


Satterfield, F. A. 
McMaster, Fred 
White Are Slated 


Headliners Are 

Announced for N.A.L.U. 

Cleveland Program 

Three nationally known speakers in 
the life insurance field, Dave E. Satter- 


field, Jr., executive director and general 
counsel Life Insurance Association of 


America; Fred H. White, Connecticut 
Mutual Life, Buffalo and Fred A. Mc- 
Master, general, agent Ohio National 


Life, Los Angeles, will address the con- 
vention of the National Assn. of Life 
Underwriters at Cleveland, Sept. 9-13, 
according to Herbert R. Hill, program 
chairman and manager Life of Virginia, 
Richmond. 

Mr. Hill stated that 14 speakers will 
address the four main sessions of the 
convention in addition to those who 
will appear on the special American Col- 
lege and Million Dollar Round Table 
features which will form part of the 
main program schedule. 

Mr. Hill states that advance hotel 
reservations are approaching 2,000, in- 
dicating that this will be the largest 
convention in history. 


Satterfield Former Congressman 


Mr. Satterfield joined L.I.A. in Feb- 
ruary, 1945. Prior to that date he had 
served nine years as Congressman from 
Virginia. 

After graduating from University of 
Washington in 1933, Mr. White was 
sales manager for a firm of national 
magazine publishers. In 1939 he joined 
Connecticut Mutual. In his first full 
year he produced about $100,000 but in 
the past three years he has produced at 
the rate of more than $500,000 annually. 
In 1945 he qualified for the Connecticut 
Mutual’s Half Million Dollar Corps, 100 
Cases Corps and President’s Club. He 
is president of the Buffalo Assn. of Life 
Underwriters. 


McMaster Cincinnati Product 


Mr. McMaster started in the busi- 
ness at Cincinnati in 1935 with Fidelity 
Mutual Life. From 1938 until 1940 he 
was with Mutual Benefit Life. He then 
took the position he now occupies. 

He became a C.L.U. in 1942, and in 
the same year graduated from the Re- 


search Bureau agency management 
school. He led his company field force 
for 1944, 1945, and is leading this year. 


He was 1945-46 president of the Build- 
ers Club of his company. He is on the 
field: advisory board of Ohio National. 
He has been a director of the Los An- 
geles association and of the Los Angeles 
Chartered Life Underwriters Assn. for 
the last two years. 


Hits Million Dollar Stride 


In both 1944 and 1945 he qualified as 
a member of the Million Dollar Round 
Table, and since Jan. 1, 1946 he has 
paid for more than a million and a 
quarter. 

He is a trustee of Wilshire Methodist 
Church, a member of the board of Wil- 
shire Y.M.C.A., of the Goodwill Indus- 
tries of Southern California and of the 
Church Federation of Los Angeles. 
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Recovering Sharply, 
Group Returns 
fo All-Time Peak 


Pre-War Levels 
Exceeded by 60°; 
25 Billion in Force 


Recovering sharply from the tem- 


porary decline incident to reconversion 
employment changes, group life had re- 
turned at mid-year to the all-time peak 
which was established just before V-J 
Day, it is reported by the Institute of 
Life Insurance. 

Group in force at mid-year exceeded 
25,000,000,000, an increase of almost 
2,500,000,000 over the total in force at 
the start of the year. This compares 
with $24,446,000,000 at the end of 1944. 

The number of workers covered was 
estimated to be nearly 14,000,000 at mid- 
year, compared with 12,000,000 at the 
start of the year and 13,500,000 at the 
end of 1944, 


60% Over Pre-War 


At the start of 1941, there were only 
10,000,000 workers insured under $15,- 
382,000,000 of group life. The amount 
of this insurance has increased 60% in 
these five and one-half years, and the 
number of workers insured has risen 
40%. Today’s group life insurance is 
15 times the total in force in 1920 and 
the number of workers insured by it is 
nearly 10 times the 1920 total. 

Death benefits under this type of pro- 
tection now are running at an annual 
rate of $180,000,000. Representing in 
many cases replacement of one year’s 
income for the workers’ families, this is 
an important factor in stabilizing eco- 
nomic conditions in industrial communi- 
ties. Nearly 100,000 workers’ families 
benefit annually from this type of pro- 
tection, which did not exist before 1911. 
Increasingly, it is becoming a definite 
part of the personnel policy in business 
and industrial firms throughout the 
country. 

The increase in total group life in 
force during the first half of this year, 

_ amounting to 10%, has come only in 
part from the setting up of new group 
units. Other factors in the increase have 
been the addition of workers to existing 
units; contract enlargements of existing 
groups and increases in pay with conse- 
quent increases in coverage. 





Pettric Has Plans for 
Several New Companies 


LOS ANGELES—A charter has been 
granted to the Citizens National Un- 
derwriters Corp., with authorized capital 
of $1 million. Incorporators include 
Victor F. Pettric, former president of 
Constitution Life, control of which was 
taken over recently by Maytor H. Mc- 


Kinley; William A. Munster, former 
actuary of that company; Anderson B. 
Crowe, Donald G. Pettric, Frank H. 


Breen, John M. Faherty and Dr. G. J. 
Sutherlin. The office of the corpora- 
tion, which it is understood will be a 
holding corporation will be in Los An- 
geles. 

Mr. Pettric has filed a petition with 
the insurance department for the reser- 
vation of Citizens Fire & Marine, Cit- 
izens Indemnity and Citizens Life, but 
the request has not yet been acted upon 
by the department. He originally filed 
for “Citizens National Life” but the 
name was turned down because such 
a name had been reserved several years 
ago by another company and was still 
on the records, although no real activity 
has been shown. 


Name Veteran, 26, 
to Okla. Post 


OKLAHOMA CITY—Donald Dic- 
key, 26 year-old marine veteran of the 
Pacific, has been appointed insurance 
commissioner of Oklahoma to fill out 
the unexpired term of the late Jess G. 
Read. Mr. Dickey, a native of Weather- 
ford, Okla., also will appear as a can- 
didate for the office on the Democratic 
ticket in the fall election. 

Mr. Dickey, one of the youngest, if 
not the youngest, of insurance com- 
missioners to be named in any state, is 
a former president of the Future Farm- 
ers of Oklahoma. He has been active in 
4-H Club affairs for some years. ; 

A member of the fourth marine divi- 
sion, Mr. Dickey lost an arm in the 
Iwo Jima campaign in March, 1945. 

A graduate of Oklahoma A. & M. Col- 
lege, Mr. Dickey is now in the insur- 
ance busines with his father in his home 
town where both also operate a large 
farm. He worked in a Stillwater in- 
surance office while attending college. 

Advisers of the Democratic guberna- 
torial nominee, Roy J. Turner, were 
anxious to have an “original Turner 
man” named to succeed Mr. Read when 
it became known that Gov. Kerr would 
name a man of the nominee’s choice. 
Some of Turner’s backers were of the 
opinion that an older and more experi- 
enced insurance man be named to the 
post, even if he didn’t belong to the 
Turner “old guard,” so to speak. Dick- 
ey’s selection is viewed as a bid for elec- 
tion support from former Oklahoma 
servicemen. 


CRAVEY GEORGIA WINNER 


ATLANTA—Zack D. Cravey, former 
Georgia director of natural resources, 

was nominated in the Democratic pri- 
mary for comptroller general and in- 
surance commissioner. His nomination 
is tantamount to election. He will be 
formally nominated at the state Demo- 
cratic convention Oct. 9, the election 
following on Nov. 12. He is expected 
to take office Jan. 13, 1947. 

William H. Mitchell, appointed by 
Gov. Arnall to fill the unexpired term of 
the late Commissioner Parker, is ex- 
pected to continue in the post for the 
remainder of the term. 

Mr. Cravey is widely known in public 
life in Georgia, having held several 
appointive offices of state-wide charac- 
ter. He has wide business contacts as 
well. 





OPA Allows Increases to 

Cover Employe Insurance 

Costs to Certain Firms 
WASHINGTON — A resuscitated 


OPA has authorized industries engaged 
in construction services and sales of in- 
stalled building materials, to add to 
ceiling prices of such services and 
equipment, the dollar-and-cent amount 
of compensation paid by employers for 
employe insurance and pension benefits. 
The provision became effecive July 26, 
ibut does not affect prices of services and 
installations indicated that are estab- 
lished under orders of OPA area offi- 
cials. 


Provision Is Extended 


OPA said that automatic increases of 
the amount of aproved increases of la- 
bor costs had heretofore been authorized 
by OPA for the industry concerned. 

“These increased labor costs were de- 
fined to include additional payments 
for federal old age benefits, unemploy- 
ment compensation taxes, workmen’s 
compensation or public liability insur- 
ance,” said OPA. “This provision now 
has been extended to include payments 
to employes for insurance and pension 
benefits, where such payments are found 
to lie in a reasonable amount by the 
wage stabilization or wage adjustment 
boards.” 





Superior Life of Philadelphia has been 
licensed in Ohio. 


‘46 Time Saver, 
A. & H. Data Book, 
Is Off Press 


The red book of commercial accident 
and health policy information and com- 
pany statistics, the 1946 Time Saver, 
is off the press. Every disability sales- 
man needs a book which will provide 
him with the facts about accident and 
health policies and companies. 

The Time Saver contains a thousand 
pages but is so compact it is not too 
large to fit in a coat pocket. 

The Time Saver thoroughly describes 
every commercial accident and health 
policy written by the leading companies. 
The premiums for every policy are 
stated with the description of the con- 
tract. Moreover the endorsements and 
riders which the company uses with the 
policy are analyzed. The exclusions of 
every contract are completely explained. 

The policies written by those com- 
panies that solicit business by mail are 
fully explained. Non-cancellable policies 
are included. 

Hospitalization policies which are 
written individually (not group) are out- 
lined as are also family hospitalization 
contracts. 

Since the publication of the last edi- 
tion a year ago most of the companies 
have made radical changes in the pro- 
vision of their contracts relating to air 
travel coverage. The 1946 Time Saver 
tells exactly what protection each con- 
tract provides policyholders who travel 
by air. 

Many managers realizing how essen- 
tial it is to a salesman’s confidence to 
be fully informed: about contracts, an- 
nounce on their bulletin boards and at 
their sales meetings when the annual 
edition of the Time Saver is ready. 
Many of the large companies encourage 
their agents to equip themselves with 
this book by arranging to purchase in 
wholesale quantities and then pass the 
book to their salesmen at the wholesale 
rates. 

The financial statement section of 
the 1946 Time Saver gives figures for 
all disability writing companies. This 
section shows assets, capital, surplus to 
policyholders, premiums earned and 
losses and adjustment expenses incurred 
for every company. 

Financial statement figures are also 
given for the Blue Cross plans. A spe- 
cial table of premiums written and 
losses of the non-cancellable writing 
companies is included. Group accident 
and health premiums and losses for the 
more prominent companies are amplified 
in a special table included in this year’s 
edition. 

The book includes analyses of more 
than a thousand disability policies. The 
Time Saver is priced at $4 and is pub- 
lished by The National Underwriter 
Company, 420 East Fourth street, Cin- 
cinnati, O. 





Plan Another Hemispheric 
Conference in Two Years, 


Arrangements for another hemispheric 
insurance conference in two or three 
years are being made by A. L. Kirk- 
patrick, manager of U. S. Chamber of 
Commerce insurance department, who is 


U. S. Chamber 


Insurance Stand 


WASHINGTON—The U. S. Cham. 
ber of Commerce has adopted in refer. 
endum vote a “declaration of policy” 
with reference to insurance. All 16 
points involved were voted up by cham. 
ber membership by large majorities, 
Dealing with many current insurance 
problems, the declaration includes these 
points: 

Legislation to extend the government. 
operated social security system to cover 
accident and health, hospitalization and 
medical care is strongly opposed. 

All available means should be sup- 
ported to carry on the fight against in- 
flation. 

Government competition with private 
insurance companies is opposed, except 
for veterans’ life insurance already is- 
sued. 

State taxes on 
should be uniform. 

Federal estate and 


insurance companies 


income taxes af- 


fecting insurance policyholders should 
be revised. ’ 
To provide minimum pensions, the 


federal old age and survivors insurance 
should be extended to employes of non- 
profit organizations, governmental and 
agricultural employes and* others not 
now covered by the act. 








acting as secretary for the chamber of 
a proposed permanent inter-American 
committee. Mr. Kirkpatrick has written 
asking that in each American country 
domestic companies get together and 
name one representative to serve as a 
member. 

It has been suggested that the com- 
mittee meet in some Latin American 
country next winter to plan for the 
next conference. He has also sent to 
each country copies of the 15 resolu- 
tions offered by the Chilean delegation 
at the conference in New York and 
which were referred there to the per- 
manent committee. 

William McKell, chairman U. §S. 
Chamber of Commerce insurance com- 
mittee, is expected to name the United 
States member of the permanent com- 
mittee and alternates in the near future. 





Houses Agree on Furlough 
Bonds for NSLI Payments 


Congressional agreement upon a com- 
promise ° bill to give terminal leave pay 
in the form of government bonds re- 
deemable in five years to army and navy 
enlisted men includes a provision that 
these bonds and interest thereon at 
214% a year may be used without delay 
to pay NSLI premiums and for con- 
version into authorized forms. 

The American Veterans Committee 
had suggested conversion of the bonds 
towards insurance. House conferees 
yielding on their demand for cash termi- 
nal leave pay, accepted the bond con- 
version idea. : 

Pointing out that only 276,000 NSL 
policies have been converted to perma- 
nent forms, Senator Thomas, Utah, 
leader of senate conferees, said that 
while the program holds some aspects 
of inflation, “It also has the virtue of 
forming a ‘good habit as to thrift and 
insurance.’ 





First Six Months’ Results Given 





New Bus. New Bus 1945 Ine. 1944 Inc. 
1945 1944 in Force in Force 
American Life & Acc., Ky...... 14,751,037 15,510,593 2,916,598 4,581,375 
a ee eee eee name 2 51,034,251 23,950,780 41,186,292 16,926,562 
TEPOAT BOUCNOTH 26 6 oe cc swewc es 34,840,343 16,927,427 26,711,467 10,652,223 
POMBE. TPOCRCUIVE 2 occ ccc o0e's 3,661,865 2,911,673 2,713,689 2,268,254 
Monarch Life, Mass............ 10,863,492 6,585,101 8,982,187 5,490,068 
North American Re........... 27,441,900 25,870,300 10,362,600 12,289,00 
Occidental Life, Cal. ; 136,544,841 48,860,265 50,703,602 | 
Paul Revere Life.... 7,499,231* 9,768,636* 5,910,98 
Pyramid Life, Kan... 649,347 1,100,097 344,685 
Southland Life ...... 6! 8,303,418 9,546,343 4,722,247 
State Reserve Life... ee ; 1,547,645 2,204,021 803, aa 
Teachers Ins. & Annuity...... 3,349,183 2,297,652 2,410,621 688,50 
FRATERNALS is 
BE EELS EME ES 5,463,000 4,461,203 2,290,569 1,727,138 


Security Benefit 
*Excludes group. 
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Right of State 
to Escheat Life 
Policies Argued 


Foreign Insurers 
Buck N. Y. Statute 
in Court 


NEW YORK—The complaint of a 
number of out-of-state life companies 
seeking to have the New York abandoned 
property law declared unconstitutional 
and to enjoin its enforcement insofar as 
it attempts to escheat policies issued by 
such companies, was argued last week. 
Judge Gavagan of the New York su- 
preme court took the matter under ad- 
yisement. Ganson J. Baldwin presented 
the arguments for the companies and 
Abe Wagman, assistant attorney gen- 
eral, for Frank C. Moore, state comp- 
troller, who as the official in charge 
of , administering and enforcing the 
statute, is the defendant. 

Connecticut Mutual, Massachusetts 
Mutual, National Life, Penn Mutual and 
Phoenix Mutual are the original plain- 
tiffs, but a number of other companies 
domiciled outside New York but doing 
business in the state, have joined the 
litigation by stipulation. 


First Big Test of Issue 


This is said to be the first major test 
of the legal issues involved in escheat- 
ment of life policies by states, at least 


in connection with out-of-state com- 
panies. 

The companies contend the law is’ 
unconstitutional. 

The statute attempts . to escheat “any 
moneys held or owing” and unclaimed 
for seven years under policies “issued 


on the lives of residents of this state,” 
unless the files of the company show 
that the person interested in a policy 
knows of its existence, or unless pre- 
miums were paid, or an assignment, re- 
instatement, loan or readjustment was 
made during the 7-year period. 

The companies point out that because 
obviously nothing is due under the 
terms of these policies until due proofs 
of death, etc., are filed, the comptroller 
has ruled that “any moneys held or 
owing” means “the amount which would 
be payable if a proper claim were pre- 
sented establishing...that the insured 
survived the endowment period, or. 
died on the day he reached the maxi- 
mum age of the mortality table, or... 
the identity and right to payment” of 
a beneficiary or assignee, etc. 

The comptroller has ruled that a 
policy comes under the statute “if at 
the time of the contract an insured was 
a resident of the state,’ regardless of 
“a subsequent change of residence,” and 
regardless of whether the person whose 
life was insured ever had any interest 
in the policy, and regardless of where 
the contract was made, or who owned 
it, or where the owner resided when and 
since the policy was issued. 


Method of Escheat 


The companies further explained that 
the method of escheat is that each com- 
pany must publish annually for claim- 
ants even if claims are barred by limita- 
tions. If no claimants appear the com- 
panies must deduct the cost of advertis- 
ing and pay the balance to the state, 
which uses the money for its own pur- 
Poses but undertakes to pay any claim- 
ants that turn up, in which event the 
State deducts a service charge of 1%. 

The statute purports to release the 
Companies from liability, according to 
the companies’ brief, but obviously the 
release is worthless when the companies 


are sued in other states. This means 
double liability for at least the cost of 
advertising and the state’s service 
charge. It would have meant double li- 
ability for the entire policy except for 
a 1946 amendment (brought about by 
this suit) to reimburse the companies 
(except for the advertising and service 
charge) if they are sued elsewhere, the 
brief sets forth, Even the amendment 
leaves the companies exposed to mul- 
tiple liability when other states attempt 
to escheat on some other theory of juris- 
diction, such as being the state of in- 
corporation, or state of residence of in- 
sured or beneficiary or assignee. 


Amend Law 


The first attempt to bring life policies 
under the statute was in 1939, and was 
limited to domestic companies. New 
York Life attacked its constitutionality 
but withdrew the suit when the 1940 
legislature restricted the statute to poli- 
cies “issued on the lives of residents of 
this state.’ The 1944 legislature ex- 
tended the statute to include out-of- 
state companies and then passed a bill 
in 1945 to eliminate out-of-state insur- 
ers. This bill also made the statute 
applicable to policies issued by New 
York companies in other states, and 
the governor vetoed it. 

The present litigation 
stituted. 

The 


was then in- 
companies argue that “aban- 
doned” life policies cannot escheat be- 
cause they are conditional contracts. 
Nothing is payable unless and_ until 
proof of loss is filed and the other con- 
ditions fulfilled. Even then there may 
be defenses such as misstatement of 
age, suicide, war and aviation exclu- 
sions, fraud, misrepresentations, breach 
of conditions, impersonation, 
of limitation. 

Nothing is “held or owing” under 
these policies, company counsel argued. 
The statute confiscates the general funds 
of the companies on the mistaken theory 
that a certain sum is earmarked for 
each policy, or that there is a debtor- 


or statutes , 


creditor relationship, as in the case of 
deposits in banks or with gas or electric 
companies. 

“The reserves of insurance companies 
are estimates of possible liabilities, not 
debts to policyholders,” the companies 
state. 

The statute forces the companies pub- 
licly to repudiate their policies by pub- 
lishing notices that unless a claim ifs 
made within a short period, the com- 
panies will pay to the state and “cease 
to be liable.” It substitutes the state 
as insurer, regardless of the rights of 
companies and policyholders. It is 
powerless to release the companies from 
their liabilities to claimants in 47 other 
states in which the companies may be 
sued. 


May Double Liability 


When a company pays a claimant af- 
ter having paid the state, the company 
acquires the claimant's rights against 
the state, but, the companies contend, 
this still leaves them damaged for the 
cost of advertising for claims and for 
the service charge deducted by the state. 
If a policy escheats to another state, the 
company suffers full double liability. 

The cost of preparing the reports 
and arranging the advertising required 
by the statute is also a heavy expense 
for which there is no compensation. 

No attempt is made to escheat bank 
accounts located in other states. Only 
as to life insurance does the statute at- 
tempt to legislate on matters beyond 
state borders. 

Even if something is owing under 
these policies, the companies argue, no 
jurisdictional basis exists for an escheat 
to this state merely because the policies 
were issued on lives of its residents 
many years ago. The person on whose 
life the insurance was issued may never 
have had any interest in the policy. 
The owner, beneficiary or assignee may 
have resided elsewhere. 

The only jurisdictional factor known 
is the company’s state of incorporation, 

(CONTINUED ON PAGE 22) 
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Increasing 


During the past two weeks the following leading 
underwriters of the Penn Mutual have been attending 


Building 


George R. Ambler, Jr., of Philadelphia; Richard W. 
Robert A. Ayrault, Rochester; H. 
Roger Bengston, Pittsburgh; Eugene N. Bivens, Oak- 
Blackwood, Robert W. Bowles, Jack- 
Clarence A. Cooper, Philadelphia; John W. 
Perrin Q. Dargan, Spartan- 
burg; John B. Fogg, Newark; John W. Freeman, Chi- 
Cincinnati; C. 
Boston; Oliver P. Kernodle, Salt Lake City; Carl E. 
Moody, Detroit; William T. Nichols, Jr., 
M. Smith, Los Angeles; George E. Speakman and John 
B. Stokes, Jr., Philadelphia; Willis N. Turner, Mil- 
waukee; Bissell A. Bradley, Oshkosh. 


THE PENN MUTUAL LIFE INSURANCE CO. . 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA’ 


School, increasing their 


Robert Irwin, 


Atlanta; Doyle 

















Supreme Court 
Rehearing Asked 
in Kan. Tax Cases 


Retaliatory Law of State 
Attacked by Aetna Fire 
and American Indemnity 


WASHINGTON — Aetna Fire and 
American Indemnity have petitioned the 
Supreme Court for a rehearing in the 
Kansas tax cases. The petitions will not 
be acted upon before the court re- 
assembles in October. 

Petitioners allege that: 

“(a) The tax involved was assessed 
for the privilege of having done busi- 
ness in Kansas during the year 1944, 
assessable and collectible after the end 
of each year; and the Kansas statutory 
authority to withhold from appellant a 
certificate of authority to do business in 
Kansas from May 1, 1945, to May 1, 
1946, is a penalty imposed against ap- 
pellant in the event it failed to pay 
taxes due by reason of its having done 
business in Kansas during 1944.... 


McCarran Act Inapplicable 


“(b) The entire tax involved herein 
for having transacted its business in 
Kansas during the calendar year 1944 
was assessed 60 days after Dec. 31, 1944. 

. all of which was before the Mc- 
Carran act became the law on March 9, 
1945; and therefore such act being 
prospective and not retroactive ... and 
irrespective of its scope could not and 
did not validate such prior invalid tax 
against appellant because of its trans- 
action of its business in Kansas in the 
prior year 1944, and for these reasons 
alone the McCarran act is inapplicable 
and the South Carolina decision is not 
decisive herein.” 

American Indemnity says further the 
court erred in judgment because “unlike 


the South Carolina and California 
cases, . this appeal involves the 
validity of a retaliatory tax statute 


which goes farther than the statute in- 
icin in the South Carolina decision 
and places a discriminatory tax upon 
certain foreign insurance companies 
greater and more burdensome than that 
placed on other foreign insurance com- 
panies. 


Tax Penal in Nature 


“This tax is clearly penal in its na- 
ture for under its terms this appellant 
is penalized by being assessed at a 
higher tax rate than that assessed 
against any of its competitors in Kan- 
sas, foreign or domestic. It is double 
in amount from that assessed against 
most of appellant’s foreign competitors 
in Kansas.” 

The Kansas retaliatory law is de- 
clared to be neither a tax nor a regula- 


tory statute, but in fact a penalty 
statute; it is- not reciprocal, but retalia- 
tory. The Kansas law is declared to 


be “additionally burdensome and dis- 
criminatory.” There is no equal pro- 
tection of the laws, because the tax for 
an identical privilege of doing business 
in Kansas varies,and is unequal for 
different members of the same -class. 

The law is declared to discriminate 
unlawfully against the interstate busi- 
ness of American Indemnity in Kansas 
“not only as between appellant and the 
similar domestic insurance companies of 
Kansas, but also as between appellant 
and similar insurance companies from 
states other than Texas doing an in- 
terstate business in Kansas.” 

For example, companies organized 
under Texas laws, such as American 
Indemnity, are taxed at 4.5%, the high- 
est gross premium tax, while similar 
and competitive companies from other 

(CONTINUED ongrace 23) 
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Housing Is Small Insurers’ 
Relief from Low Interest 


NEW YORK—Long-term investment 
in housing by life companies appears 
to be gaining favor as the best available 
counter measure against low interest 
levels resulting from the government’s 
cheap money policy. Investment in 
government bonds by life companies 
rose from 20% of total investment in 
1943 to 46% in 1945. During a comp- 
arable period, from 1940 to 1945, re- 
turns dropped from 3.61% to 3.07%. 
Housing offers a virtually sure net re- 
turn of about 6%. 

This form of relief from low interest 
rates need not be confined to large or- 
ganizations. For instance, one project 
at Beacon, N. Y., a town of 13,000 about 
40 miles from New York City, will pro- 
vide housing for 50 families at a total 
cost of about $400,000. If rental is set 
at $19 per room, a net return of 5.97% 
should be realized. 


Suggested by Corporation 


This particular development was sug- 
gested to the local bank by a, Texas 
oil company which desired housing for 





K IT WOULD BE _IN. 
TERESTING TO ANALYZE 
THE CURRENT RECORD 
VOLUME TO DETERMINE 
THE PERCENTAGE OF BUSI- 
NESS INSURANCE. 


* * * 


WE MAY BE WRONG, but 
we hazard the guess that an 
ever-increasingly larger pro- 
portion of today’s volume is 
business insurance. 


FOR THAT REASON WE 
PLAN to pay increasing at- 
tention to this field. The first 
new material will deal with 
the Sole Proprietorship and 
will consist of (1) a sales 
presentation combining a brief 
as well as a guide to the inter- 
view and (2) a manual illu- 








minating the sales process 
from prospecting through to 
the close. 


THIS WILL BE followed by 
four new brochures picturing 
the need in the four areas and 
prepared for use in the inter- 


view. 
* * * 


WE HOPE TO HAVE THE 
NEW MATERIAL IN THE 
HANDS OF OUR MEMBERS 
WITHIN SHORT ORDER— 
FOR WE FEEL IT WILL BE 
OF EXCEPTIONAL VALUE. 





PAUL SPEICHER 

Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS. 








its employes in a research establishment 
there. The bank pooled its resources 
with four other nearby banks, The in- 
dividual load was light enough to be 
carried by an organization of limited 
resources. 

It would take a great many 50-unit 
plans to match the building program of 
such a company as Metropolitan Life, 
which expects to provide living quarters 
for 33,692 families through its present 
program alone. But even 33,000 units 
are a small fraction of the 10 million 
dwellings that the government proclaims 
are needed by the country. There is no 
lack of opportunity for investors either 
large or small. 


Housing Not Speculative 


By shifting some resources to real 
property, it is obvious that a life com- 
pany can more easily accommodate 
itself to fluctuations in values. At the 
same time, housing is not considered a 
speculative venture. Money in mass 
housing has heretofore been made by 
building countless box-like structures 
on a small tract and quickly turning 
them over to individuals who paid for 
depreciation out of their own pockets. 

An insurance company, on the other 
hand, which needs a slow, sure return 
over a long period, is going to build to 
last. Depreciation will be a negligible 
factor. It is felt, moreover, that an 
addition to the real wealth of the coun- 
try in the form of permanently useful 
property will be a factor in stabilizing 
the national economy. 


Local Officers’ School 
Is Held in Indianapolis 


The first Indiana regional school for 
local association officers in Indianapolis, 
brought out 70 local leaders. 

Oren Pritchard, state president, an- 
nounced committee appointments and 
presided at the meeting. Such subjects 
as local administration, programs, mem- 
bership, publicity and finances were dis- 
cussed. 

August L. Bondi, past president of the 
Indianapolis association, said a member 
should appreciate the honor of being 
selected to lead in association work but 
should not accept that honor unless he 
would give the time and energy to do 
a good job. 


Plan New Associations 


Herbert Havens and Walter McClure, 
co-chairmen of membership in Indianap- 
olis the past year, told of the outstand- 
ing record made there. Mr. Havens is 
manager of a company writing indus- 
trial and ordinary while Mr. McClure is 
with a company writing only ordinary, 
which gave them a fine background for 
enlisting the support of managers and 
general agents and agents of all com- 
panies. 

Hugh Willmore, Vincennes, told of 
the kind of programs that had clicked 
for the association there. Howard Ny- 
hart told of the work of the Indiana 
speakers bureau that has been set up 
to help local associations plan their pro- 
grams. 

Lloyd Paulin, Richmond, and Robert 
Sine, Lafayette, introduced officers of 
the newly formed New Castle and Con- 
nersville-Rushville jassociations, They 
stated that plans are under way for the 
organization of other Indiana associa- 
tions. 

Doyle Zaring, Indianapolis, discussed 
publicity plans for local associations and 
stressed that publicity must be accurate, 
sincere and conservative. 

Past presidents of the association have 
been appointed to a new public rela- 
tions committee. Lewis Etzold, Evans- 
ville, and Eber Spence, Indianapolis, 
discussed this new activity and commit- 
tee plans for carrying it out. 

A similar school is planned for north- 
ern Indiana in South Bend Aug. 7. 





Resist Inflationary 
Pressure in 
Mortgage Lending 


NEW YORK — Competition for the 
investment of new money in mortgages 
on dwelling and business property, how- 
ever keen, is not forcing appraisals high- 
er, according to major life companies 
here. Despite inflationary or scarcity 
value, especially of old property, loans 
are still granted only on long term 
value. On new property some increase 
in the cost of construction is recognized, 
usually up to 30%. Black market costs 
are not used as the basis of evaluation. 
Yet, in spite of competition and con- 
servative appraisal, there is no indica- 
tion that life companies are losing a fair 
share of mortgage business. 

The price of commercial property is 
often determined by leases and land 
value. Age means little. The location of 
commercial property is a prime consid- 
eration. Depreciation on this type of 
property is a negligible factor. 

Although some companies compete for 
the placing of mortgages by cutting in- 
terest rates, one large company which 
is said to receive the highest interest 
and still to maintain the greatest number 
of such loans makes its appeal through 
service to borrowers. Loans on residen- 
tial property are fully amortized through 
monthly payment. Life insurance pre- 
miums are sometimes included in these 
payments. A large staff is maintained to 
make'loans quickly available. 

A large fraction of current loans are 
made to veterans. Although many GI’s, 
desperately in need of housing, are buy- 
ing inflated property at prices greater 
than they can afford, little difficulty with 
loans on such property is foreseen. Since 
one-third of the total up to $4,000 is 
guaranteed by the government, sales of 
property in the event of foreclosure 
should normally cover the risk. In case 
of foreclosure apparently the govern- 
ment intends immediately to pay the 
creditor the full amount guaranteed. If 
upon sale of the property an amount in 
excess of the loan is received the gov- 
ernment will receive such excess as a 
rebate. Whether this policy will be ad- 
hered to should widespread foreclosures 
become necessary cannot be determined. 

Veterans are apparently finding no dif- 
ficulty in obtaining loans on homes, 
businesses and farms. According to latest 
figures 188,000 veterans have borrowed 
$872 million and more from all sources. 
These loans have been made for over 
165,000 homes, over 16,000 businesses 
and over 6,000 farms. 

It is the consensus among life com- 
panies that because of sound appraisal 
their mortgage investments have nothing 
to fear from inflation. It is considered 
that long-term values have increased 
about 30% as much as present’ inflated 
market values, but if appraised values 
have crept up, each case is nevertheless 
determined by individual examination 
and is not related to present sale prices. 


NLRB Certifies Union of 
Peoples Life Supervisors 


WASHINGTON—The National La- 
bor Relations Board has certified the 
American Federation of Insurance 
Supervisors union No. 23891 of the 
American Federation of Labor, as hav- 
ing been chosen by a majority of all 
staff superintendents and special ordi- 
nary superintendents employed in dis- 
tricts 1 and 2 offices here of Peoples 
Life, as their exclusive representative 
for collective bargaining purposes. 

The Board certified that of 14 eligible 
voters, 13 voted for the union. The 
voting unit excluded general managers, 
agents, office clerks and cashiers. 








Peoples Life Convention Plans 

Peoples Life of Frankfort is holding 
its convention for agency qualifiers at 
Lake Lawn Hotel, Lake Delavan, Wis., 
Sept. 10-11. 


. adopted. 


Railroad A. & H. 
Business Hard Hit 


Passage of Crosser Bill 
Expected to Eliminate 809, 
of That Coverage 


WASHINGTON — The broadened 
railroad retirement act, known as the 
Crosser bill, which in itself will have q 
very serious effect on insurance, in ad. 
dition to providing an opening wedge 
for other legislation of similar character 
has passed both houses of Congress an 
gone to the President. The heavy pay. 
roll tax which it imposes on railroad 
workers, to provide disability insurance 
benefits, means the virtual elimination 
of the special railroad accident and 
health departments maintained by 4 
number of companies, which have con- 
tracts with the railroads and write the 
business on a payroll basis. Representa- 
tives of those departments say that the 
passage of this bill will mean that prob- 
ably 80% of their policyholders will no 
longer be able to carry that insurance 
over and above that provided under the 
new law. 


Insurance Amendments Defeated 


The Senate passed the bill with amend- 
ments which the House promptly: ac- 
cepted, thus routing the bill to the 
White House without sending it to a 
joint conference committee, which was 
what insurance people had hoped for, 

The principal Senate amendment elimi- 
nated from provisions of the bill freight 
forwarding companies, railroad - con- 
nected trucking concerns, warehousing 
outfits, etc., servicing the railroads. This 
wiped out some objections of industrial 
interests opposing the bill because of 
inclusion of employes of their industries 
under its terms. 

However, amendments designed to 
eliminate provisions for disability bene- 
fits to railroad employes for non-occu- 
pational injury or disease were not 
Such amendments, together 
with reduction of benefits to make them 
correspond with those under the social 
security law, had been the aim of in- 
surance representatives. 


Fight Started Too Late 


_ While there has been much activity 
in opposition to the bill the last week or 
so, 1t came too late. Insurance men ap- 
parently were not awake to its impor- 
tance to them. The bill was introduced 
18 months ago. Believing it would not 
pass, apparently, the industry took little 
or no public part in the silent battle over 
the bill until it was suddenly passed by 
the House not long ago. Meanwhile, 
administration leaders and the railroad 
labor brotherhoods backing the bill “lay 
low” until the session of Congres reached 
its last days. Then Senator Barkley, 
majority leader, told the Senate that im- 
portant amendments would result in 
killing the bill by sending it to con- 
ference. 

Insurance observers could do little but 
sit in the gallery and watch the admin- 
istration and brotherhoods make their 
“killing” in securing pasage of the bill 
without vital amendments. They fear 
the result of the bil is going to be to 
encourage other groups to seek legisla- 
tion for increased benefits, etc., regard- 
les of the general provisions of the social 
security law, thus increasing taxes on 
employers and creating discriminations 
in the labor world, as well as between 
employer groups. 


New Berkshire Plan Is Flexible 


Berkshire Life has inaugurated a new 
method of program selling called “tri- 
angle estate plans.” The outstanding 
feature of the plan is its flexibility. It 
is just as applicable to the case with a 
few basic needs as to the complete life 
program. It has been designed so that 
every agent may use all or any part of 
it, depending upon his prospect’s indi- 
vidual requirements. 
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Companies Plan in Year 


$150 Million in Housing 


More than $150,000,000 worth of ren- 
tal housing, representing homes for 
75,000, is either under construction by 
the life insurance companies or is 
scheduled to be started within the next 
year, it is reported by the Institute of 
Life Insurance. 

This brings to $275,000,000 the total 
of rental housing being financed by the 


life companies on an ownership basis 
and to 150,000 the number of persons 
to be housed by these projects, as hous- 
ing valued at $125,000,000 and accom- 
modating about 75,000 persons is al- 
ready owned and operated by them. 
There are now a number of com- 
panies directly active. in the construc- 
tion or operation of more than 20 hous- 
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Need money for production, working capital, customers’ notes 


and accounts, new home? Borrow through the unique LUCC 
plan developed in cooperation with Northwestern National 


Bank of Minneapolis. 


You can obtain as much as 314 times your annual renewal 
commission income with maturities for as long as five years. 
Interest rates as low as 8% cents per day per $1,000. A time- 
tested, low-cost plan under which more than $1,500,000 has 


been advanced to underwriters. 


For information about the LUCC plan, fill out the coupon 
below and mail it in. Free your job from financial worries. 


CLIP THIS COUPON. MAIL TODAY. 
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ing projects in 10 states. Not all of 
these units have as yet been publicly 
announced. 

In addition, several companies have 
other projects in the planning stage 
which, if carried through to contract, 
may start within a year. There are at 
least twenty life insurance companies, 
in addition to those already active, 
which are keenly interested in housing 
projects and the specific developments 
some of them now have in mind may 
add several states to the list. Some 
of these companies are barred by local 
laws from immediate action and others 
are withholding current commitments 
because of the present high costs in- 
volved. 

Housing experts in the head offices 
say that the projects under way might 
have been even more numerous if it 
had not been for certain handicaps 
which have been encountered as_ the 
companies explored this new investment 
field. In at least two cases, planned 
projects were abandoned because of 
present building costs. In several other 
cases, plans are temporarily in abey- 
ance because of costs. Another of the 
handicaps has been the conflict and 
overlapping of the numerous authori- 
ties involved and the state or city legis- 
lation which has prohibited housing de- 
velopment by life companies in some 
cases and made it difficult in many more. 
Several states do not permit home 
state companies to make such invest- 
ments and in these states, there are 
a number of companies which are only 
awaiting a change in the laws to pro- 
ceed with definite projects. Most of 
the projects already erected or in the 
construction stage have been undertaken 
only after enactment of certain neces- 
sary legislative changes, making such 
an investment possible for life insurance 
funds. 

An additional delaying factor has 
been the need on the part of the life 
insurance companies to approach an 
entirely new field of investment with 
caution. Life companies have long 
been among the leaders in the financ- 
ing of housing through mortgages. But 
it is a much broader area to undertake 
the acquisition of a large tract of land 
strategically located, plan and _ erect 
a large project and manage it over the 
years at a satisfactory income, for the 
best interest of policyholders. 

Mortgage financing of housing will 
continue to be the major means used 
by the companies in assisting American 
families to meet the housing shortage. 
It is expected that this year will see 
at least $1,250,000,000 of new mortgages 
financed by the companies, a large part 
of which will be for housing. Many of 
these will be veteran home loans. To- 
tal mortgages now owned by the life 
companies are in excess of $6,500,000,000 
and more than $4,000,000,000 of this is 


Insurance Counsel 
Program Perfected 
for Annual Rally 


The program has been completed { 
the annual meeting of the Internation 
Assn. of Insurance Counsel at Ga 
Hall, Wernersville, Pa., Sept. 4-6, 

At the first session the afternoon 4 
Sept. 4 a welcoming address will 5 
given by Henry L. Snyder of Alley 
town, Pa., with response by E, Al 
Henry of Little Rock. The preside, 
will report and then V. J. utt 
Mutual Benefit H. & A. and Unitd 
Benefit Life and chairman of the Amer] 
can Bar Assn. insurance section yi 
deliver an address, “Importance of ay 
Development of Insurance Law ay 
Practice.” 

That evening will be held the preg 
dent’s reception. 

At the session the next morning P4 
H. Eager of Jackson, Miss., will repoy 
as chairman of the governing commit 
tee; Secretary David I. McAlister an 
Treasurer Robert M. Noll will be hear 
from. 

Paul C. Sprinkle of Kansas City ; 
the scheduled speaker on “The Hom 
Office and Trial Attorney.” 

That afternoon there will be sever 
forums. 

At the aviation forum Stanley ( 
Morris of Charleston, W. Va., will pre 
side and ‘the speakers will be F. 4 
Betts, Los Angeles, on “The Trial 9 


Aviation Accident Cases,’ Haye 
Dever, Washington, “Aviation Insw. 
ance from the Buyers’ Standpoint: 
Charles S. Rhyne, Washington, wh 


will review recent aviation decisions, 

Then there will be a forum under th 
auspices of the practices and procedure 
committee, the speakers being David } 
Kadyk, Chicago, “Declaratory Judg 
ments in Insurance Cases”; W. E. Kneg 
per, Columbus, “Recovery Over” an 

W. Heyl, Peoria, “Third Part 
Practice in Federal Court.” 

There will be a cocktail party an 
banquet that evening. 

At the final session the morning 
Sept. 6 the speakers are L. J. Carey 
Detroit, “Sleep As a Defense,” an 
H. W. Colmery, president Pioneer Na 
tional Life, Topeka, “The Need for 
Public Conscience.” 





Big NSLI Lapse in Minn. 

Minnesota’s 300,000 veterans of th 
recent war now retain only $675 millio 
of the $2 billion National Service Liif 
Insurance they carried at the peak. | 
Minnesota, North and South Dakot 
only 25% of the service insuramce re 
mains in force, Veterans’ Administratiot 
reports. 





on homes and apartments. 











Shown above is a scene from the General American Life convention which was held 
| at Lake Tahoe, Cal. 
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Results of C. L. U. 
Exams Reported by 
American College 


Results of the June C.L.U. examina- 
tions at 115 educational institutions in 
this country and elsewhere have been 
announced by the American College. 

There were 1,365 men and women, 
who had complied with all the eligibility 
rules and took the examinations which 
were held in 43 states, District of Co- 
lumbia, Puerto Rico and Hawaii, with a 
special examination in Germany for a 
member of the U. S. forces. Due to con- 
tinued emphasis upon the four-year 
study program for C.L.U. designation, 
only two persons presented themselves 
this year for all of the five parts. Only 
180 of the 1,365 candidates took the 
necessary parts to permit of completing 
the entire series of five C.L.U. examina- 
tions had everything taken been passed. 

There were 846 candidates who won 
credit for all examinations which they 
undertook and 102 others were given 
credit for part of them. As a result of 
this year’s examinations, 2)794 have 
completed the entire series Of C.L.U. 
examinations and more than 3,000 others 
have credit for successful completion of 
some of the five parts, with a total of 
over 6,000 who have demonstrated their 
knowledge in all or some of the fields 
of subject matter covered by C.L.U. ex- 
aminations. 


Report 128 Have Passed 


The American College granted full 
credit to 128 students, who now will 
join the 2,666, who previously won the 
C.L.U. Experience credentials ‘of the 
128 will be reviewed soon to determine 
whether the experience requirements 
have been fully met. Announcement of 
those who are to receive diplomas will 
be late in August and the conferment ex- 
ercises of the college will be held in 
Cleveland Sept. 12 at a joint dinner 
meeting of the American College and 
American Society of C.L.U. Subsequent- 
ly, it is hoped special presentation ex- 
ercises may be held locally under the 
auspices of life underwriters’ associa- 
tions and C.L.U. chapters at which the 
presentation of diplomas may be fea- 
tured. 

Candidates completing the entire ex- 
amination program and receiving full 
credit are: 

Abercrombie, S. E., Metropolitan, Co- 
lumbia, S. C.; Ackerman, Irving, Metro- 
politan, Chicago; Allison, R. W., National 
Life of Vt., Waukesha, Wis.; Ambrose, 
W. L., Equitable Society, Knoxville, 
Tenn.; Ammermuller, H. M., Union Cen- 
tral, New York; Atkinson, B. P., Jr., 
American General, Austin, Tex.; Atlas 
Elsie Eisner, Pacific Mutual, San Jose, 
Cal.; Auritt, Samuel, New York Life, 
Philadelphia, 

Ballah, G. W., Northwestern Mutual, 
Fort Collins, Colo.; Barrows, B. §&., 
Northwestern Mutual, St. Louis; Bene- 
dict, C. A., Lincoln National, Muskegon 
Heights, Mich.; Bethea, C. G., State Mu- 
tual, Atlanta; Branch, J. E., Jr., New 
York Life, Miami; Brittain, Karl, Mutual 
Life, Meridian, Miss.; Brown, a Fs 
Southwestern Life, Fort Worth, Tex.; 
Bruno, L. F., Equitable Society, Middle- 
town, N. Y.; Burr, W. J., Mutual Life, 
Buffalo; Byrd, L. M., New York Life, 
New Orleans. 

* * * 

Caras, J. J., Metropolitan, Brookline, 
Mass.; Carey, Emerson, Jr., John Han- 
cock, Denver; Comer, J. T., Jefferson 


Canada Life, Minneapolis. 


poitan, Flushing, N. Y.; Dunnavan, P. 
‘Egan E. W., Northwestern Mutual, 


icago. 
Hatfield, W. W., Travelers, Bridgeport, 





Conn.; Hill, G. H., 3rd, Penn Mutual, San Mateo, Cal.; Levenson, Frank, New Mutual Benefit, Fenton, Mich.; Musick, 
Philadelphia; Hirsch, Morris, Metropoli- York Life, Chicago; Lilley, R. W., Mutual J. W., Mutual Benefit, Norfolk, Va.; My- 
tan, Buffalo; Hoeltmann, J. M., Metro- Benefit, Harrisburg, Pa.; Lindquist, E.G., ers, E. J., Southwestern Life, Fort 
politan, Granite City, Ill.; Hogue, Lillian Metropolitan, New York; Litke, H. T. Worth. 
= Rew cin RS mae —— ~ ich.; stedeet fhe ‘om im panos ne » res * * x 
be quitable o owa, Kansas y; ome Life o v. pa ew York; Long, Naffziger, = = i $ 
Hovey, J. V., Connecticut Mutual, Den- J. M., Occidental Life, Denver; Lynch, F. Nemet, —, pa Re pre 
ver; Howland, F. W., Massachusetts J., Home Life of N. Y., Minneapolis; O.; Ostach, R. C., Northwestern Mutual 
Mutual, Memphis. Lyons, L. F., New York Life, Boston. Milwaukee. : 2 
* * * Maison, C. E., Prudential, Pontiac, Patch, Charles, Jr., National City Bank, 
Jacobs, B. F., Metropolitan, New York; Mich.; Martin, J. D., Equitable Society, Cleveland; Perlman, Milton, Home Life, 
Johnson, H. J., Prudential, Paterson, N. J. Chicago; Martin, M. H., Prudential, De- New York, Chicago; Powers, R. K., Lin- 


Kinscherf, C. G., New York Life, New troit; Marzano, R. P., Metropolitan, Chi- coln National, Fort Wayne. 
York; Knudson, R. G., Northwestern Mu- cago; McConnell, B. B., Towers, Perrin, Quarles, S. P., Provident Mutual, Kan- 
tual, Seattle; Kreder, K. H., Metropoli- Forster & Crosby, Philadelphia; McFad- sas City. 
tan, Charleroi, Pa. den, I. M., New York Life, Memphis; Resh, C. O., John Hancock, Milwau- 


Ladd, M. J., New England Mutual, Mehl, J. W., Metropolitan, San Francisco; kee; Resnikov, P. S., Metropolitan, 
Boston; Lawson, A. E., Mutual Life, New Metcalfe, A. R., National of Vt., Chat- Philadelphia; Rogers, W. M., Jefferson 
York; Lawton, G. A. Aetna Life. Hart- ham, N. J.; Milles, M. M., Metropolitan, Standard, Santa Monica; Rohde, E. F., 
ford; Lee, A. F., New England Mutual, Far Rockaway, N. Y.: Milliken, J. G., (CONTINUED ON PAGE 24) 








Tne Mutual Life has announced a reduction of interest rates on 
policy loans, effective September Ist. Under the new schedule 5% 
will be the rate of interest charged on the first $750 of loan, 4% on 
the next $750, and 3% on all amounts in excess of $1500. 


The Company does not intend to encourage any policyholder to 
borrow. But if he does need to borrow ... whether for business 
reasons or personal reasons, the Company will be able to render 
him a loan service comparable to that offered now by outside 
lenders. Unless it can offer such service, the Company feels it is 
failing to meet its full lending obligation to policyholders. 


After careful study, the Company believes that the reduction of 
interest rates should result in bringing back to the Company a 
substantial volume of policy loans which have gone elsewhere be- 
cause of the wide differences in rate. Thus, our investment income 
should increase and benefit all Mutual Life policyholders. 


Since 1843 the Mutual Life has often pioneered in the improve- 
ment of life insurance service. The present plan to reduce policy 
loan interest rates marks another step forward, and reflects the 
Company’s desire to keep pace with changing economic conditions, 
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Ideas on Serving 
Ex-GIs and Getting 


New Business 


NEW YORK-—As an ex-service man, 
Gilbert Moody of the Columbus, O., 
agency of Mutual Life, gave his views 
on National Service Life Insurance, life 
insurance in general, and just how this 
relates to more business in the future. 
He spoke at the company’s field con- 
ference and 100th anniversary meeting 

Even after the battle of Tarawa, he 
said, the greater percentage of those 
who died passed on with little or no 
service insurance. The same thing was 
true in the battle for the Marianas. The 
answer has never been found. Money 
was no object, for the boys had more 
money than they could spend. 

If American youth, either by its con- 
fidence or its shortsightedness, turned 
down life insurance on the eve of bat- 
tle, “is it any wonder that we have to 
sell many of the GIs on retaining their 
insurance. now that they’re home?” he 
asked. 

Millions of dollars of insurance have 
been sold by using NSLI as a base, 
he said, and millions more will be sold 





repeated, are these: 


insurance at net rates. 


his NSLI. 
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COMMONWEALTH 


Commentary 


A RESTATEMENT OF POLICY 


As the country settles down more calmly into the peacetime 
life, and the returned veteran .becomes more a present-day 
civilian than a soldier-of-yesterday, we think that a recapitula- 
tion of our views on National Service Life Insurance gains 
additional value in the present calmer atmosphere. 


Our considered opinions of NSLI, expressed before and here 


—That National Service Life Insurance is good life insurance, 
representing a better money’s worth to the policyholder than 
can be offered by any private insurance company, since it is 


—That the veteran will serve his own interests best in prac- 
tically all instances by keeping and converting all or part of 


In the light of these estimates of the worth of NSLI we con- 
tinue to urge our underwriters to counsel all former service 
men to retain their service life insurance, making use of the 
liberal reinstatement provisions if it has lapsed, and to, build 
their life insurance estates around this excellent cornerstone. 


Insurance in Force, June 30, 1946 — $287,536,545 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 


in the future. With approximately 3 
million servicemen yet to be released 
the job ahead is still tremendous. 

In conserving the GI’s insurance and 
in selling him more, Mr. Moody stresses 
the insured income. The mammoth 
$10,000 policy becomes small as a pro- 
ducer of income to dependents. 

Most agents have failed to serve the 
GI on one point, that is, in making a 
binding election with the government 
as to which settlement option shall be 
chosen by the wife in the event of the 
death of the insured. 

Take the case of a beneficiary 30 or 
over. The beneficiary has the right to 
choose a life time annuity on a 10-year 
certain basis, or on a refund basis. In 
most of the cases, the difference in in- 
come between a 10-year certain option 
and the refund option to the beneficiary 
will only be a matter of several dollars. 
However, if the 10 year certain option 
is chosen, in most cases involving gov- 
ernment insurance, there will be an ap- 
proximate $5,000 loss if the first bene- 
ciary dies within the certain period. 

Many GIs have told Mr. Moody they 
know all about government insurance, 
and it is not necessary to discuss it fur- 
ther. But upon asking the GI if his wife 
understands her choice he answers, 
“No.” 


One way to give correct service in 






































this respect is to discuss it thoroughly 
with the wife. Another, by far the most 
practical and absolutely acceptable by 
the government, is to prepare a letter 
to the Veterans Administration. Refer- 
ing to the particular contract in ques- 
tion and say that in the event of the 
death of the GI his wife shall take 
proceeds on option 2 only, and that she 
shall have no choice. The government 
in due time will recognize the letter by 
sending a notice to insured that the 
election has been received, and that it 
will become part of the file. It is better 
still to prepare a letter in triplicate, 
sending one copy to the government, 
retaining a copy for the agent’s file, 
and having insured attach a carbon of 
the letter to his GI certificate. 

Commenting on the ease with which 
business is being sold today, Mr. Moody 
told of the comment recently made by 
an assistant agency manager: “Gee, I 
wish I could teach my dog to talk.” 
When asked why, he said, “I could 
make a $25 50,000 producer of him in to- 
day’s market.” 

Prices are going up and conditions 
are unsettled, he said, but they are 
up there for a widow, or an old man, too. 
Property values are up; so are life 
values. 

With the leveling off of the stock 
market, all of these factors present the 
picture of more business in the future. 
Our one big problem at the moment 
appears to be a rising price structure, 
but— 

“Have you,” he asked, “told the client 
whose program you set up three years 
ago on the basis of $100 a month to 
his family, that he should increase it? 
Dust off that insured income and let 
him tell you what it should be now.” 





State Actuaries Frown on 
Guertin Law Amendment 


The actuarial subcommittee of the 
N.A.IL.C. life committee has given a neg- 
ative recommendation to the company 
proposal that the Guertin law be modi- 
fied so as to simplify the explanation of 
the method of computation of cash sur- 
render values and paid-up nonforfeiture 
benefits in the policy form. This is re- 
vealed in a report of the subcommittee 
that has béen released by Commissioner 
Allyn of Connecticut, chairman of the 
life committee. 

The committee declared that the rea- 
son behind the request of the companies 
is to relieve insurers of the necessity of 
inserting in their policies technical and 
involved statements as to the method of 
computation of the nonforfeiture values 
and benefits consecutively shown in their 
policies. The committee expressed the 
belief, however, that the policyholder is 
entitled to the assurance that such values 
and benefits are not less than the mini- 
mum required by law, and that a state- 
ment as to their method of computation 
has been filed with the insurance depart- 
ment. 

“We cannot agree with the principle 
of merely inserting such values in the 
policies and letting them speak for 
themselves. With regard to the values 
and benefits as of anniversaries beyond 
those consecutively shown, it is our 
opinion that a statement should appear 
in the policy as to the method of their 
computation, and that the qualification 
of the word ‘statement’ by such adjec- 
tives as ‘brief and .general’ would be 
inappropriate.” 

This negative recommendation was in 
respect of proposals advanced by the 
companies last February. It does not 
apply to a new proposal that originated 
with James E. Hoskins of Travelers, 
that was heartily endorsed by the in- 
dustry and was submitted to the Allyn 
committee at Portland in June. That 
proposal is still pending and final ac- 
tion on it is expected to be taken by 
the commissioners in December. 


Capitol Life Employes Elect 


The Employes’ Association of Capi- 
tol Life has elected Harry Zimmerman, 
president; Sterling Grimm, vice-presi- 
dent; Mary Ryan, secretary-treasurer. 





Trastbe Campaigns 
tor Hill, Cox 
in High Gear 


Campaigns are reported in high gear 
for the election of Herbert R. Hill 


Richmond manager for Life of Virginia, 





H. R. Hill Cc. W. Cox 

as N.A.L.U. trustee and for the reelec- 
tion of Carlton W. Cox, Metropolitan 
manager at Paterson, N. J., to that 
post. 

Mr. Hill’s hat was thrown into the 
ring severa! months ago by unanimous 
endorsement of the Richmond Associa- 
tion, the 14 Virginia locals and the Vir- 
ginia Association. The “Hill for Trus- 
tee” committee of which H. F. Sharp, 
Atlantic Life manager at Richmond, is 
chairman, is basing its appeal upon the 
fact there is presently no representation 
on the board between Philadelphia and 
Florida and that Mr. Hill will ably rep- 
resent this section. The candidate is a 
former president and national commit- 
teeman of both Richmond and Virginia. 
For the National association, he has 
served on the membership committee, as 
chairman of the committee on cre- 
dentials and is currently area chair- 
man of the general agents and managers 
committee and chairman of the conven- 
tion program committee. 

He is a C.L.U. and a graduate of the 
agency management school and member 
of the editorial board of L.I.A.M.A. 

Backed by the New Jersey Associa- 
tion and the eight local associations 
within the state, Mr. Cox has agreed to 
become a candidate with the under- 
standing he is not seeking the office. He 
is against any elaborate campaign con- 
ducted on his behalf and feels that he 
has served the National association to 
the best of his ability for the past two 
years and will run entirely on his rec- 
ord. 

During his first year as trustee, he 
served as chairman of the program 
committee for the 1945 convention in 
Chicago, arranging the first all agents 
program. When the committee on func- 
tions and activities was created, he was 
appointed chairman. This committee has 
studied all association activities and 
made suggestions as to how they might 
be more efficient and valuable. Some of 
the suggestions, such as securing a full 
time attorney at national headquarters, 
have already been carried out. His back- 
ers feel that the increased knowledge 
and prestige which he has acquired dur- 
ing the past two years should make his 
services more valuable to the associa- 
tion. 

Other candidates for whom cam- 
paigns are under way in formal style 
for trustee are W. Ray Moss, Connec- 
ticut Mutual, Louisville; Roderick Pir- 
nie, Massachusetts Mutual, Providence; 
Lee Wandling, Equitable Society, Mil- 
waukee, and C. E. Cleeton, Occidental 
Life, Los Angeles. 

Alfred Duckett, Northwestern Mutual, 
Los Angeles, is not a candidate for re- 
election. 


U. S. Life Moves Home Office 


United States Life has moved _ its 
home office from 101 Fifth avenue, New 
York City, to 84 William street in the 
lower Manhattan insurance and _ finan- 
cial district. 
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Wester & Southern: 
Ordinary Record 


Western & Southern Life had as 
much ordinary increase in the first 23 
weeks of this year as it did for all of 
last year, C. F. Williams, president an- 
nounced at the company’s mid-year 
manager’s conference. Last year had 
previously been the best ordinary year 
in the company’s history. He reported 
that weekly premium increase is also 
considerably ahead of last year. A num- 
ber of extensive rate and policy changes 
will become effective Sept. 1, which will 
be announced at a later date. These in- 





C. F. Williams, president of Western & 
Southern Life, and his three sons: James 
R., treasurer; Mr. Williams; Charles M., 
executive vice-president, and William J., 
vice-president. 





clude a broadening in the aviation 
clause, increased limits for non-medical 
ordinary and a double protection 20 
year term rider which may be issued 
with any policy of $2,000 or more for 
an additional amount not in excess of 
the face of the policy. 

Under a new arrangement, each 
week’s work will be closed on Wednes- 
day, instead of on Saturday, as hereto- 
fore. The district meetings will be held 
only on Wednesdays. The work of the 
company’s new field training division 
under Lauren Schram, vice-president, 
also was reviewed. 

Charles M. Williams, executive vice- 
president; W. J. Williams, vice-presi- 
dent, and James R. Williams, treasurer, 
the three sons of President Williams, 
who are again active, attended their 
first conference since the war and par- 
ticipated in the program. 


SS Bill Revision Hits 
Last Minute Snag 


WASHINGTON—The house last 
week passed the compromise social se- 
curity bill, after deciding to prohibit any 
amendment to it under the rules. The 
latter action shut off possible attempts 
to put the Townsend plan on the bill as 
a rider. 

After adopting finance committee 
amendments, the Senate passed the bill, 
only to have it strike a snag in the 
House, because of Republican opposi- 
tion to the provision for a_ variable 
grants formula of federal contributions 
to poorer states for public assistance. 

Threatening to delay Congressional 
adjournment this week, this fight in- 
volves the fate of a “freeze” provision 
for the OASI tax rate at 1% for next 
year, a proposed new Congressional in- 
vestigation of social security, extension 
of OASI benefits to dependents of war 





veterans dying within three years, and 
other provisions. 
Without enactment of the bill into 


law, the tax rate will go from 1 to 24% 
next year. 

If the bill failed, 
would be anothef reason for the 
dent calling Congress back into 
session next fall. 


Pa.-R. I. Licensing Pact 


Democrats said that 
Presi- 
extra 


A reciprocal agreement has been com- 
pleted between the Pennsylvania and 
Rhode Island insurance departments 
for licensing agents and brokers. Penn- 
sylvania had previously entered into 
Similar agreements with New York and 
Illinois. 


Williams Heads Managers 
of Jacksonville, Fla. 


Harold E. Williams, Pacific Mutual, 
was elected president of the Agency 
Directors Conference of Jacksonville, 
Fla. P. O. Colson, Reliance Life, was 
chosen vice-president and James H. 
Randolph, Jr., Lincoln National, secre- 
tary-treasurer. 

Wayman L. Dean, Life & Casualty, 
retiring president, turned the gavel over 
to Mr. Williams at the annual outing 
at Ponte Verdra Inn. The group en- 
gaged in golf, ping-pong, bridge and 
swimming, and the meeting was closed 
with a banquet. 


Martin Leads Columbian Agents 


Fred B. Martin, Ft. Payne, Ala. has 
been chosen “man of the year’ by Co- 
lumbian Mutual Life in recognition of 
his having led the company’s agency 
force in paid production for the year 
ending June 30, 1946. The designation 
carries with it the presidency of the com- 
pany’s Production Club. This is the 
fourth consecutive year Mr. Martin has 
won the honor. 

Second place went to J. B. Stallings, 
general agent, Tupelo, Miss., and C. V. 
Hodges, Scottsboro, Ala., took 





third. 


47,500 War ele 7“ 
Now in Business; 
More Back Than Left 


Nearly 50,000 veterans have been em- 
ployed to date by the life insurance busi- 
ness, it is estimated by the Institute of 
Life Insurance. 

On June 30, the number of veterans 
with jobs in the life insurance business 
had reached 47,500, equivalent to 20% 
of total personnel in the business at the 
beginning of 1945, and the employment 
of veterans is continuing. 

Of the veterans employed, 28,000 were 
returning to the companies they left to 
enter the armed forces and 19,500 were 
new to the companies employing them. 

More than half of these veterans have 
joined the ranks of the business since 
the first of this year. Up to January 1, 
the veterans employed numbered 22,800 
and in the first half of this year the 
total was increased by 24,700. 

Majority Back on Jobs 

The life insurance business had 45,400 

of its personnel enter the armed forces 


and of these 800 were killed in action. 
Thus, the veterans returning to their 


pre-war jobs represent 60% of the num- 
ber who left for service and the total 
of veterans who have obtained employ- 
ment in the business, including those 
new to it, exceeds the number entering 
service. 

Of the veterans now in life insurance, 
more than 70% are in the agency ranks, 
with 34,000 thus engaged. This is the 
equivalent of 30% of the total number 
of agents employed in life insurance at 
the start of 1945. More than 19,000 
of these veterans have entered the agen- 
cy ranks since the first of this year. 

“The veterans who are now engaged 
in life insurance are doing an outstand- 
ing job,” the Institute commented. “Sev- 
eral companies report that those who are 
back in their pre-war work as agents are 
getting twice the results they did be- 
fore their war service and all veterans 
are showing an interest in and aptitude 
for advancement, in both their sales 
work in the field and their office work 
in the home offices.” 


Delay Naming Read’s Successor 
Selection of a successor to Jess G. 
Read as secretary of the National Asso- 
ciation of Insurance Commissioners is 
not expected to be taken up by the ex- 
ecutive committee before September. 





Puerto Rico. 





Stars because they are tops 
in their field. 


Tops in the Life annuity field, 
LNL's 5-Star Annuity pro- 
vides these 5-star benefits: 


made any time. 


STAR 
PERFORMANCE 





life. 


* Monthly Income for life. 


* A lump sum in cash instead 
of the life income, if pre- 


ferred. re < 
[ame ite 

LNL repre- 
sentatives * Proceeds from contract 

lic in 42 0 s 
the is tates when desired between 

aw . y? 
cieet Gaua ages 50 and 70. Selection 
Zone, and Ee 


* Insurance protection. Ben- 
eficiary will receive either 
a lump sum or income for 


* Issued Par or Non-Par; 
standard or substandard. 


THE LINCOLN NATION. 
|. LEFE INSURANCE CO. 


FORT WAYNE, INDIANA 
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Doctor of Laws 








Asa V. Call, president of Pacific Mutual, 
receives the honorary degree’ of doctor of 
laws from Dr. Rufus B. von KleinSmid, 
president of the University of Southern 
California. 


Walter Bjorn Joins J. & H. 


Johnson & Higgins has appointed 
Walter Bjorn head of the actuarial staff 
of its group and pensions department. 





The appointment is part of an expan- 
sion program in the employe benefit 
field. Mr. Bjorn has been associated 
with the company as special adviser on 
corporate trusteed pension plans. He 
is a fellow of both the Actuarial Society 
of America and the American Institute 
of Actuaries. For many years he was 
with Connecticut General Life and 
Bankers Life, in charge of group and 
pension activities. 





Ten Companies Seeking 
Entrance into Texas 


Ten life companies are applying for 
entrance to Texas, Commissioner Butler 
announced. The insurance board is very 
careful in licensing out- of-state com- 
panies requiring proof that a company 
has a good record in the state of its 
domicile. There are 75 life insurance 
companies with home offices outside the 
state and 62 with home offices in Texas 
operating in the state. 

The Robertson law of 1907 no longer 
deters out-of-state life companies 
from doing business in Texas, as evi- 
denced by the number which have re- 
turned and applying for admission, the 
commissioner said. He quoted T. I. 
Parkinson, president Equitable Society: 
“We regard Texas as a fine state for 





THE “AYES” 
HAVE IT! 


SHOULD -COMPANIES sell Permanent 


and Total Disability Income benefits 
with their life insurance policies? 


Everybody’s debating that one today. 
Meanwhile, we're doing it-have been, 
without interruption, since 1921. 


$10-a-month income-not $5. 


Four-month waiting period-not six. 


Written on Term plans, too! 


Underwriters who have decided this de- 
bate affirmatively will find here what 


their clients seek. 
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new life insurance business and as a 
wonderful state for investment. The 
Equitable along with many other non- 
Texas companies retired from the writ- 
ing of new business in Texas because of 
the enactment of the Robertson law. 
The action was due primarily to the un- 
soundness, as it then seemed from a 
practical stand-point, of limiting the in- 
vestment of assets representing the re- 
serve on Texas business to Texas secur- 
ities and properties. Subsequently it 
developed that because of the unusually 
good investment opportunities available 
in securities of Texas corporations many 
of the life insurance companies, includ- 
ing the Equitable, had more investments 
in Texas than reserves applicable to 
their Texas business. 

“It was because we recognized this 
fact and believed it would be true in- 
definitely in the future that we decided 
to return to Texas. We have built up 
since our return a large and active or- 
ganization, in both the insurance and in- 
vestment fields, which has produced a 
substantial amount of new life insurance 
business and an excellent Texas invest- 
ment in securities and real estate far be- 
yond the reserves of our Texas busi- 
ness.” 





Besser’s Annual Stag Party 

Edwin E. Besser, general agent of 
Lincoln National Life in Chicago, will 
hold the annual stag party for his agency 
force at his farm on White Lake, Mich., 
near Whitehall, Aug. 23-25. This is the 
annual affair at which he is host in 
appreciation for his agents’ efforts in 
president’s month, which is May. Mr. 
Besser will award to his agents at the 
outing the prizes that they won in the 
May campaign. The entire three days 
will be devoted to golf, fishing and other 
recreations. 

A feature will be a log-sawing contest 
with a $5 prize for the agent who com- 
pletes his stint in the shortest time. 
There will follow a wood-splitting con- 
test with a similar prize. Mr. Besser 
confesses that he had to have a big tree 
cut down on his property and that he 
could not hire any of the natives in the 
region to cut up and split the log for $10. 





Berkshire Opens Agents’ Course 


All new full-time agents as well as all 
appointed since June, 1945, are eligible 
to take a new training program being 
made available by Berkshire Life. The 
course is designed to cover a one-year 
period of training, but it also provides 
advance instruction for the agent em- 
barking on his second year in life sell- 
ing. A new home office educational de- 
partment has been set up to handle all 
details of the program. 


Motley A.I.U. Controller 

Joseph P. Motley has been appointed 
controller in charge of office manage- 
ment of American International Un- 
derwriters. Before joining A.I.U. he 
was assistant to the controller of John 
Hancock Mutual Life. He was with 
Penn Mutual Life 1933-1942 as assist- 
ant personnel director. 





Matthew J. Lauer and Joseph Harris 
of the Continental American Lauer 
agency, New York City, have qualified 
for the second successive year for the 
Million Dollar Round Table. Mr. Lauer, 
whose entire career has been with Con- 
tinental American, joined the company 
in 1932. He repeatedly has led the field 
force and has built up his agency to the 
No. 1 producer to date this year, for 
new business. This year’s is his. third 
Round Table membership. 

H. E. Hilton, assistant manager of 


the U. S. Chamber of Commerce in- 
surance department has gone on a 
month’s vacation to his old home in 
Iowa. He drove out with his family, 


not expecting to return until after mid- 
August. He had some “overtime” va- 
cation coming to him this year, in view 
of the fact that he was on the job con- 
tinuously last year, during the interval 
between the retirement of Paul Har- 
desty as chamber insurance manager 
and A. L. Kirkpatrick’s assumption of 
the duties of that position. 





Named General Agents 
of General American 
























Shown above are (left) Wayne Bots- 
field, Bloomington, Ill., and (right) T, 
H. Leaver, Rolla, Mo., who have been 
named General American Life general 
agents. Mr. Botsfield returned seven 
months ago after five years army duty, 
To date this year he has achieved a note 
able volume. Mr. Leaver has been in 
life insurance three years and has estab- 
lished a substantial production record, 





Sales in Canada Up 50% 


TORONTO—Sales of new ordinary 
life insurance in Canada the first six 
months of 1946 showed a gain of more 
than 50% compared with the same pe- 
riod last year; when sales were $380,- 
671,000. In the first six months of 1946, 
according to the Canadian Life Officers 
Association, the figure was $584,375,000. 
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GUARDIAN of 
TOMORROW 


It is an unusual American who does 
not have as a primary goal—future 
security for himself and his family. 
Yet perhaps nothing so universally 
desired is more impossible of attain- 
ment when the individual must de- 
pend only on himself. 

But through life insurance such se- 
curity is available to everyone, and 
we at Provident have helped an ever- 
increasing number of Americans face 
the unpredictable future with confi- 
dence. For three decades we have 
been able to provide for the future 
security of more and more people 
through a program of conservative 
growth ... based on sound, safe, fi- 
nancial principles. 

If we are to be the guardians of 
tomorrow for yet more and more peo- 
ple, we must build for tomorrow. 
That is our planned course. 


THE PROVIDENT 
LIFE INSURANCE 
COMPANY 
BISMARCK, NORTH DAKOTA 


208 PLATT BLDG. 
PORTLAND, ORE. 
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ales Ideas and Suggestions 








omen Are Most Rapidly Expanding 
Market for Insurance, Woodward Says 





Today nearly a third of all jobs in the 
Vnited States are held by women, and 
more and more jobs will be held by 
vomen in the future at better and bet- 
et pay. Consequently, they are ex- 
remely important as prospects for the 
ale of life insurance and will become 
ore so, Donald B. Woodward, second 
‘ice-president of Mutual Life, said at the 
ompany’s 100th anniversary conference 
in New York City. 

Women are more optimistic than men, 
he said. Women expect to live, and 
men expect to die. He cited the kind 
bf life insurance women buy as con- 
rasted with the kind men buy to prove 
his point. 

Why They’re in Business World 


Women are in the business world to 
Kay, Mr. Woodward added—working, 
having incomes, handling money, and 
buying life insurance. Changes in the 
home push them out, and conditions in 
the business world pull them out. To- 
Way 90% of all homes are in cities or 
towns; the house is only a few small 
rooms, perhaps an apartment; it is full 
of labor saving gadgets. There are no 
br few children. Clothes are bought 
butside, food is partly or wholly pre- 
pared outside. Women are educated, 
on the average, better than men. There 
isn't any longer anything really useful 
enough for an intelligent women to do 
n the home to keep herself occupied 
most of the years of her life. She can— 
bnd is doing so—go out and provide 
the family with a higher standard of 
iving. 

Women no longer work for pin 
money. They work for exactly the same 
eason aS men do—to support them- 
Lives and their dependents, Mr. Wood- 
ward said. They represent the most 
rapidly expanding new market for in- 
kurance of any sizeable group in the 
country. 

By 1944 life sales to women accounted 
for more than a quarter of sales of 
ordinary insurance by number and more 
than an eighth by volume. The pre- 
ponderant part of sales of life insurance 
to women are to working women, 
though even as recently as 1936 this 
was not true. 


Rise in Number of Workers 

In 1910 there were only about 7,- 
500,000 working women, he added. By 
1940 the number had risen to 12,500,000, 
and by 1950 it will be above 16 million. 
The number of women in white collar 
and semi-skilled jobs has been rising 
tven faster and doubled between 1910 
and 1940. It is still rising. This is the 
group which provides the best candi- 
dates for ordinary life. 

He pointed out that in 1928 women 
teceived 38% of the income taxable un- 
der the federal income tax. Women are 
the beneficiaries of 63% of the property 
left at time of death and in 1928 owned 
about. one-fourth of the stock of all 
American corporations. A 1945 study 
shows that two-thirds of all privately 
owned war bonds bear a woman’s name 
and that 42% of all income tax returns 
are filed by women. 

_ Feminine psychology, he commented, 
8 different from that of males. They 
ae optimistic. The agent shouldn’t try 
'o scare them or push them around. 
Women look at the facts and make up 
their own minds in their own way. She 
May be thrifty and even miserish, but 
she must be saving for something. 
When making a presentation to 
women, make it simple, he suggested. 
Women have never been convinced that 





life has to be as complicated as men 
have made it and they instinctively re- 
sent evidences of this male nonsense. 

One study, he added, shows that while 
45% of business women buyers prefer 
to buy from a man, 9% prefer to buy 
from a woman and 46% have no prei- 
erence. 


Positions Wanted “Ads” 
Used in Recruiting 


One method some of the New York 
City general agencies use in recruiting 
is to watch the “positions wanted” ad- 
vertisements in the newspapers, and 
then address letters to them. The letters 
point out that the agency is looking for 


outstanding young men to fill vacancies 
in the sales organization, and then out- 
line the qualifications needed such as 
educational background, pleasing per- 
sonality, and so on. 

There is no disguising that the posi- 
tion is one for selling life insurance, but 
the good features of insurance selling as 
a career are presented. What advantages 
the prospect would get in the way of 
retirement plan, insurance for hospital- 
ization and the like are set out. If the 
company has a financing plan, that is 
mentioned, and stress is laid on educa- 
tion and training. 





Immediate construction of a new 
Catholic church and rectory at Greens- 
boro, N.C., costing approximately $400,- 
000, has been made possible by the gen- 
erosity of Julian Price, president of 
Jefferson Standard Life, who wished 
the edifice to be a memorial to the late 
Mrs. Price, a member of the Greensboro 
congregation. 


Minor Point 


in Interview May 
Close the Sale 


“The item in our selling which gets 
the decision,” writes Clancy D. Con- 
nell in “The Door Knob,” publication 
of his New York general agency of 
Provident Mutual Life, “is often rela- 
tively unimportant. 

“More than 20 years ago a man asked 
us what was different about Provident, 
from other companies. He had insur- 
ance in two good companies and was 
quite well pleased with the service he 
was getting. We could think of but one 
essential difference, so we told him that 
the Provident did not require the bene- 
ficiary to sign any papers in collecting 
on our policies. He asked me to ex- 

(CONTINUED ON PAGE 24) 





IFE insurance agents 


be proud for their work is one 


great social significance and importance. 
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Every prospect who is “sold” is better off because some agent has persuaded him to under- 


take a program that will lead to financial security and protection. 


Prudential representatives are in an enviable position to offer life insurance programs that 


are tailored to fit either individual and group security needs. Among the well-known and 


widely accepted Prudential contracts are: 


Modified Life 3 


Limited Pay Life 
Double Protection to 65 


Income Endowment 


Group Casualty 


Modified Life 5 


Family Income 


Group Annuities 






Modified Term 
Group Life 
Group Creditor 
















FeNATIONAL UNDERWRITER 





August 2, 194 








EDITORIAL COMMENT 





Extension of Group Is Desirable 


As more companies enter the group 
field and an increasing number of agents 
turn their attention to writing these 
lines, there are voices raised in protest 
that group plans erase many prospects 
who might have been written individu- 
ally. To a certain extent this is un- 
doubtedly true, as group insurance does 
eliminate a certain number of prospects 
for ordinary life insurance and individ- 
ual A. & H. policies and a considerably 
greater number of prospects for indus- 
trial life insurance, but, in the main, 
those people whose complete insurance 
needs can be satisfied by the usually 
small group allowances, would hardly 
have been prospects for any substantial 
amount of individual cover. They are 
the marginal prospects and the chances 
that they would remainn uncovered by 
any insurance outweigh chances that 
they might have purchased individual 
contracts if they were not covered in 
a group at the place of their employ- 
ment. Then too, agents often write in- 
dividual cover on members of the group 
they service. 

From every other point of view, the 
extension of group coverage to greater 
numbers is desirable. It is in keeping 
with the avowed purpose of American 
insurance, which is to benefit the great- 
est possible number of persons. 

The extension of group insurance to 
every sizable enterprise in the country 
would be the best possible answer to 
those proponents of alien political phil- 


Sticking to a Job 


It pays a young man entering the in- 
surance business to connect with a 
reliable office or institution. He should 
feel satisfied in his own mind before he 
accepts a job that he has confidence 
in the head or heads of the organiza- 
tion. He wants to be connected with 
an office that is considered thoroughly 
reliable, one that is outstanding in the 
community and has the confidence of 
the people. fi 

Then he should go to his task with 
the determination that he will succeed. 
It is necessary for him to work hard 
and intelligently. He must seize every 
opportunity to make himself of greater 
service. He should endeavor to gain 
the good will of those with whom he 
comes in contact. 

It pays to stick to one institution if 
possible and thus build a relationship 
that is a happy and lasting one. Length 
of service should mean much to an em- 


osophies who maintain that the average 
individual cannot be provided security 
under a system of free enterprise. In- 
stallation of group contracts has headed 
off a great deal of labor unrest. A sym- 
bol of cooperation between capital and 
labor, group insurance has the approval 
of both labor unions and employers. 

The agent who will vary his routine 
by soliciting some group cases will find 
it worthwhile. Employers are more 
ripe for this coverage than at any time 
since the end of the war and com- 
missions are substantial. Then _ too, 
group provides a welcome diversion 
from the routine of individual sales for 
the agent. It gets him out, mixing with 
a greater number of people than he 
would ordinarily, executives and em- 
ployes alike who also may become in- 
dividual prospects for him. 

Writing group will bring the individ- 
ual agent satisfaction in forging a link 
in the security of his fellow Americans, 
in being afforded the opportunity of 
extending the beriefits of .insurance to 
so many people at one crack. As one 
devoted a number of successful years to 
writing group put it, “Every agent 
knows the intense satisfaction of having 
provided security for the family of the 
individual on whom he writes life in- 
surance. Multiply this by 50 or 100 or 
1,000 times, according to the size of 
the group, and you have some idea 
of the satisfaction received from suc- 
cessfully closing a group case.” 


ploye. The longer he stays, the greater 
is the responsibility entrusted to him by 
his superiors. That does not mean that 
a man should not change. There come 
times when it is the right step to take. 
But as a general rule, a man who is 
flitting from place to place because he 
can get a few dollars more a month 
will soon wear himself out. Employers 
want people to know their minds, ap- 
preciate liberal treatment and who are 
willing to go up the rungs of the ladder 
on their merit. The rolling stone seldom 
gets anywhere in insurance or in any 
other position. Steadfastness and in- 
dustry in employment are big factors 
that are worth while to both employer 
and employe. 

We often see the effect of long time 
employment by the privileges that such 
employes receive. They are looked after 
in case of sickness and deserve liberal 
salaries. In a number of cases they 


participate in the profits by way of a 
bonuss Such employes usually are 
granted a retirement allowance.. One 
who flits from post to post seldom re- 


Getting the Broad Point of View 


Life insurance general agents and 
others working in the field often criti- 
cise the head office because the people 
there are not more sales-minded and do 
not have a proper conception of field 
problems and needs. That is true in 
some cases. Then we often hear the 
home office folk say that the field does 
not seem to have a proper conception 
of home office processes, how things are 
done and why they are done. 

Some companies have inaugurated a 
plan of sending newly appointed agents 
to the home office for a time in order 
that they may get acquainted with the 
head office people and have a working 





ceives many favors. This desire 
change indicates instability in mind 
that affects a man’s business judgemen 
very much. 





knowledge of the system followed jg 
various departments. This has beeg 
found very useful and successful be. 


cause the men in the producing rank ‘ 


carry away with them a picture of the 
home office, know some of the people 
there and can work far more inteff. 
gently. 

It is well for life insurance people ty 
know both sides of the picture. The 
more knowledge the head office has : 
the agent in the field and the more 
knowledge the field: has of head officd 
problems, the more harmonious wil] b¢ 
the work done and the results will be 
more effective. 











PERSONAL SIDE OF THE BUSINESS — 





Robert E. Olmsted, Providence, R. I., 
general agent of Mutual Benefit, ad- 
dressed the Rotary Club at Antigo, Wis., 
on economic factors in the national sit- 
uation, saying the tax laws must be 
changed if free enterprise is to continue. 

Frederick W. Walker, Sr., vice-presi- 
dent of Northwestern Mutual Life, has 
become a grandfather with the birth of 
Frederick W. Walker, III, son of Mr. 
and Mrs. Frederick W. Walker, Jr. 

Merle C. Liggett, Prudential district 
manager in Washington, Pa., has cele- 
brated his 30th anniversary with the 
company. Except for a brief period as 
manager at Monongahela, he has served 
at Washington, where in 1925 he became 
manager. Mr. Liggett has become well- 
known in civic affairs. 

Miss June W. Carlson, employed in 
the actuarial department of Bankers Na- 
tional Life, won the highest mark in the 
spring examination of the Life Office 
Management Association. A graduate of 
St. Lawrence University, Miss Carlson 
has been with Bankers National three 
years. 

Ray Franks has severed his connec- 
tion with the Kansas insurance depart- 
ment and is now register of deeds of 
Shawnee county, Topeka. 

W. T. Grant, chairman of Business 
Men’s Assurance, who has recently been 
confined to the hospital for a minor 
operation, is now making a very satis- 
factory recovery and is rapidly regain- 
ing his strength. He expects to leave 
the hospital soon. 

Herbert J. Baum, home office general 
agent of Protective Life in Birmingham, 
is receiving congratulations for three 
achievements. This month marks his 
25th year with the company. He was 
the leading producer his first year of 
service and after 25 years he is still go- 
ing strong, having been the leader in 
paid-for business in the year just past, 
with his usual high renewal ratio. He 
will head the 1946-1947 Honor Club as 
president, since his volume of net paid- 
for business, less lapses, for the fiscal 


year was greater than that of any other 
agent. 

Commissioner Pearson of Indiana js 
back at his desk after a two-weeks va4 
cation. Having just prior to his vaca. 
tion period crossed the continent from 
coast to coast, Mr. Pearson decided tha 
the ideal vacation would be to stay at 
home—which he did, except for four 
days at Dunes Park in northern In. 
diana. 

J. S. Baum, Battle Creek, retiring dis. 
trict manager of Prudential, was hon 
ored at a dinner at Kalamazoo, Mich, 
with 46 in attendance. L. S. Brannock 
Benton Harbor, assistant manager, was 
toastmaster. Mr. Baum has been with 
the company 42 years and in charge of 
that district for 25 years. 

Albert G. Ruben, with the Murrell] 
Brothers agency of Mutual Benefit Life, 
Los Angeles, has received notifiation oj 
qualifying for the Million Dollar Round 
Table. He qualified in the first six 
months, with more than $1,300,000 paid 
for, exclusive of any pension trust busi; 
ness. 

During the war, Mr. Ruben, who had 
two sons in the service, devoted a 
average of at least six hours a day td 
the running of the “Shore Station,” 4 
sort of private USO for servicemen, 
whose hospitality was enjoyed by mor¢ 
than 200,000 men. 


DEATHS 


Thompson B. Graham, 67, fourth vie) 
president of Metropolitan Life, died in 
New York City. He had been with the 
company many years and had served if 
San Francisco, Ottawa and at the head 
office. He was a fellow of the Casualty 
Actuarial Society. 

Mrs. Milton Ganz, 62, well known 
agent for Connecticut Mutual at Cin 
cinnati, died there. She was a past pres 
dent of the women’s division of the 
Cincinnati Life Underwriters Associa 
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tion and was active in civic affairs. She 
joined Connecticut Mutual in 1933. 

Joseph S. Wertheimer, 64, secretary- 
treasurer of Wertheimer & Wertheimer, 
St. Louis general agents for Travelers, 
died of heart disease. In 1916 with his 
father, the late Jacob J. Wertheimer, he 
founded the agency. 

Thomas E. Sebrell, 81, died at Harris- 
burg, Va. He joined Union Central Life 
at Norfolk as general agent in 1889. He 
relinquished that post 20 years later and 
served as general agent at Washington, 
D.C., for two years. He then retired 
from businéss but returned in a few 
years, becoming life manager at Roanoke 
for Travelers. Later, he became man- 
ager there for Bankers Life of Iowa. 
Transferred to Richmond as manager of 
that company, he served in that capacity 
until 1928 when he became a special 
agent of Sun Life of Canada at Rich- 
mond, his son, Russell G. Sebrell, being 
associated with him. In 1942, he suf- 
fered a stroke and had since been in- 
active. : 








Construes Cal. 
Limitation on 
Investments 


A California domestic insurer cannot 
invest more than 25% of its capital and 
surplus in another projected domestic 
insurer, according to a ruling from At- 
torney General Kenny to Commissioner 
Garrison. 

Mr. Garrison sought the opinion after 
getting & letter from a San Francisco 
law firm asking clarification of what 
they considered confused or erroneous 
phraseology in sections 1198 and 1199 
of the insurance code. The attorneys 
pointed out that in section 1198 the re- 
striction is 25% and in 1199 30% is 
mentioned. 

The attorney general held, in effect, 
that, except for the shares of another 
domestic insurer, a California insurance 
company may not own more than 30% 
of the stock of another corporation, and 
may not have more than 25% of its sur- 
plus to policyholders invested in the 








shares of any single corporation. When 
it comes, however, to investment in an- 
other domestic insurer the 30% regula- 
tion is removed. Only the 25% feature 1s 
applicable. 

“The so-called 25% limitation’, the 
opinion reads, “is obviously intended for 
the protection of the investing insurer, 
the purpose being to prevent the invest- 
ing insurer from being so deeply com- 
mitted in stock of another insurer that 
it would be seriously or dangerously af- 
fected financially by a hazardous condi- 
tion or insolvency of the insurer whose 
stock is purchased. 


Question of Control 


“The 30% limitation, on the other 
hand, deals only with the question of 
control, the obvious purpose being to 
prevent one insurer from being con- 
trolled by the other, and the exception 
when both insurers are California com- 
panies under supervision of the insur- 
ance department of a single state is 
logical and sound. In other words, one 
provision is purely a financial safeguard 
—the other has to do with matters of 
regulatory policy apart from any purely 
financial question. It is logical that the 
exception should apply to the latter and 
not to the former. 

“Under the circumstances, it is our 
opinion that the sections should be con- 
strued according to their obvious mean- 
ing, to forbid an admitted domestic in- 
surer from investing an amount exceed- 
ing 25% of its capital and surplus in the 
purchase of shares of the capital stock 
of another domestic corporation propos- 
ing to qualify as an insurer.” 





Wis. Short Course Aug. 12-17 


MADISON, WIS.—A short course 
on life insurance principles will be con- 
ducted by University of Wisconsin Aug. 
12-17 in charge of Prof. E. A. Gaumnitz 
of the commerce school. It will deal with 
the nature and purposes of life insur- 
ance, analysis of contracts, option set- 
tlements and business methods. Tuition 
fee is $30, including board and room ac- 
commodations. Reservations are to be 
made through Professor Gaumnitz, 
Sterling Hall, University of Wisconsin, 
Madison, Wis., and fees are payable to 
him. 
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“THREE FACTS HELPED ME 





SELL THAT #50,000 


POLICY, — FIRST —~ | SAW A NEED 
—- SECOND — 
OFFERED A PROGRAM TO COVER THAT NEE D,— 


THIRD— HE MARRIED my 


SISTER.” 
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CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 








wood SO 


profitable 


Selling fans to Eskimos 
won't pay off the mort- 
gage on the old home- 
stead...nor will educa- 
tional policies hold 
much appeal for the 
middle-aged. But for 
juveniles...ah! Doesn’t 
the cash register sound 


wonderful? 











What’s in your sales kit? 
A wide range of policies 
for juveniles?...Annu- 
ities for elderly women? 
... Substandard facilities 
for the impaired?...Par 
and Non-Par?...Group? 
...Wholesale?. .. Salary 
Savings?...A&H...includ- 
ing Income Indemnity? 
...Cooperation based 
upon practical know- 
how? 


Perhaps Continental 
Assurance can help you.. 


One of America’s Largest and Strongest 


Life Insurance Institutions 








ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates: 
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LIFE AGENCY CHANGES 





Reynolds, Jr., Is 
Father’s Successor 


George K. Reynolds, Jr., has been 
named general agent by Northwestern 
Mutual Life at Lancaster, Pa., succeed- 





G. K. Reynolds, Jr. G. K. Reynolds, Sr. 


ing his father, Reynolds, Sr., effective 
Sept. 1. He represents the third gen- 
eration of the Reynolds family in the 
post there. The agency was started by 
George Nelson Reynolds in 1876, when 
he was appointed for a section of Penn- 


sylvania between Philadelphia and Pitts- 
burgh and south of Scranton. The 
agency now comprises 13 counties in 
eastern Pennsylvania. 


Sr. in Business 49 Years 


Mr. Reynolds, Sr., started in the in- 
surance business in 1897 as a clerk and 
agent under his father, and was taken 
into the agency as a partner under the 
firm name of G. N. & G. K. Reynolds 
in 1916. After the death of the elder 
Reynolds in 1926, George K., Sr., be- 
came sole general agent. He now re- 
tires from business activity. 

The new general agent started with 
Northwestern Mutual in 1933 after grad- 
uating from Penn State. He has been 
engaged in personal production, as well 
as assisting his father in recruiting and 
training of new agents, and has a fine 
background of organization work. 

During the war he spent 46 months in 
the navy, and retired with the rank of 
lieutenant commander in December. 
Since that time his personal production 
has been $700,000. He is married and 
always has lived in Lancaster where he 
has been active in civic affairs and club 
life. 
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sixty-five years 


Service 


Ww 


GENERAL AGENCY 
OPENINGS 


Northern Ohio 
Southern Ohio 
Western Michigan 
Western Tennessee 


Territory also available in other 
states 


Ww 


Complete Home Office Cooperation 
Liberal Agency Contract 


Policies issued from ages one day to 


Company in 52nd Year of Dependable 


Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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Ww 


























Lenhart Named as 
Great-West Life 
Cleveland Manager 


John N. Lenhart has been named 
branch manager at Cleveland for Great- 
West Life. Mr. Lenhart joins the com- 





JOHN N. LENHART 


pany with a background of 13 years of 
successful agency development and su- 
pervision experience. He has been a 
resident of Cleveland for 22 years. 

Formerly with New England Mu- 
tual there, Mr. Lenhart entered life in- 
surance immediately upon graduation 
from Ohio Wesleyan University. He 
is a vice-president of the Cleveland Life 
Underwriters Assn., a C. L. U., and is 
a graduate of one of the management 
schools of the Research Bureau, now 
the i. ds AS A AG 

During the war Mr. Lenhart served 
as a naval officer, gaining distinction 
in duties throughout the Pacific. 


Devine Heads New St. Paul 
Occidental Life Agency 


Occidential Life has established a new 
general agency in St. Paul, with J. Peter 
Devine as its head. A native of St. Paul, 
Mr. Devine received a B.S. degree from 
St. Thomas College. He joined Minne- 
sota Mutual Life in 1939. Two years 
later he was transferred to that com- 
pany’s home office to develop new sales 
ideas. 

During the war, Mr. Devine worked 
with the E. I. DuPont Co., and later 
in the atomic bomb plant in Tennessee. 
In 1944 he became an ensign in the navy 
and served 2% years. As bomb disposal 
officer of the carrier Essex, he engaged 
in 38 operations and was awarded six 





battle stars before returning to inactive 
duty in June, as a lieutenant (jg). 

Wendell B. Christenson, acting man- 
ager of San Francisco branch of Occi- 
dental since last October, has been 
named manager. Without previous in- 
surance experience, he became an agent 
for Occidental’s home office agency in 
Los Angeles in 1942 and was appointed 
assistant manager of the San Francisco 
branch in 1944. 


Pomeroy Detroit 


G. A. for N. E. Mut. 


New England Mutual has appointed 
Fraser E. Pomeroy general agent in 
Detroit. He has been with the agency 





F. E. POMEROY 


for 16 years and since A. C. Utter’s re- 
tirement in 1944 has served as agency 
manager. 

William H. McCoy and Benjamin H. 
Micou are designated associate general 





W. H. McCoy 


B. H. Micou 


agents. Mr. McCoy will be in charge of 
pension planning and Mr. Micou ot es- 
tate planning. 

Mr. Pomeroy is a native of Detroit 
and joined the agency in 1930. He is 
director, treasurer, and chairman of the 
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812 Olive Street 








WE, TOO, ARE IN THE PARADE! 
June Production Was 175% of the Same Month A Year Ago! 


We still have room for a few additional qualified producers 
who can operate as direct General Agents. 


Attractive General Agency territory open in Missouri, Arkansas, 
lowa, Kentucky, Louisiana and Mississippi. 


1) For further information write to J. DeWitt Mills, Superintendent of Agents 


, ae 
[MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY, 
i ay 24 


Allen May, President 






SAVINGS 








St. Louis 1, Me. 
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Active fnance committee of the Associated Life branch of the Staten Island district rower’s family or friends with attendant tingency reserve which now stands at 
, General Agents & Managers os Detroit. agency in Stapleton. bad feeling. pr sorne i ga remains unchanged 
man- Mr. McCoy, a native of Nebraska, at- : at $2,000,000. 
Occi- tended the University of Nebraska prior Disney North Dakota Manager Continental 6-Month Record —_—_—- 
jpeen | army Stand Mutual's district manager .H- A. Disney has been appointed — Continental Assurance has registered Ohio State Life Having Big Year 
z: : ee J 5 ain oO 77,655,492 in insurance in 
rork. Neb. 1928. when h . North Dakota manager for Farmers 4 & : 655, : oe od p 
agce rt, ee Ge cstkes Ur Life of Des Moines. Mr. Disney, who force during the first six months of pane pr ey re oe — ce 
Ys ee Milli Dollar Round Table in 1944, has been in the insurance business in 1946. This was 90% greater than the *!¢ in tie Brst six 4 zy “seg 
inted he MiuHOR Sore eee *- North Dakota for 20 years, will main- increase for the entire year 1945. Total gam of 70/0, compared with the frst 
cisco He oo ka all offices in the Detroit tale’ ie Nenddaniters wt Fargo He insurance in force as of June 30, was SiX months of 1945, according to Presi- 
C.L.U. chapter. 2 : 617,091,609 dent Claris Adams. 
: : ¢ succeeds George H. Lund, who recently $617,091,609. ‘ : ; 
Mr. i Tog age tg praca moved to acces, ‘ Admitted assets increased $5,159,105 As of June 30, insurance in force 
Univers! en le seg Me Pom a during the first half to $80,051,035. Sur- amounted to $156,274,562. Assets were 
as a navy hie nt. Keturning to the A . lus increased $382,334 to $4,328,930 and $37,871,833 and capital $3,716,669. Gain 
‘ é e Assistant es ; ees oer, Sex. — 
2 in y eatbiodl Pope 0 commander, = ge g he 4 $260,000 was added to the general con- of insurance in force for the six months 
he was advz ain, ichard I. Gross has been name 
agency assistant by R. B. Tilton, man- 
Reserve Loan Names Four ager of the Columbus, O., ordinary 
inted i agency of Prudential. He had been 
it in to Texas Managerial Jobs special agent for the past year. . LIFE BERKSHIRES 
rency , : — ——- T 
a! Four new managerial appointments ~ HERE’S IN THE 
have been made by Reserve Loan Life. 
C. E. Bissell, formerly a life manager se nce en aero... | 
in Providence, R. I., has joined the 4 : 
company as general agent at Midland, . : + eee a. 
Tex. Recently discharged from the AAF College Life Organized in a 
as a lieutenant colonel, Mr. Bissell has Indiana: Moore President : 
made his home in Midland for two 
years. Organization of College Life of 
J. Clinton Butler has been named America, Indianapolis, has been com- 
general agent at Fort Worth, where he pleted and the company is beginning 
was a successful producer before enter- business with a paid in capital and 
ing service. Upon his discharge he was surplus of $330,000. It will presently 
named assistant Fort Worth manager operate only in Indiana. 
for Capitol Life. Mr. Butler recently Frank M. Moore is president, John 
appointed C. E, Aldridge, Ivan Mustain, Burkhart, vice-president and treasurer, 
ake Saale as special agents in and Robert C. McDermond, secretary. 
ort Worth. ; All three officers are graduates of 
P. 13% Huffstetler has been appointed DePauw Unisersity. Shortly after 
unit manager in Dallas to assist Agency leaving school, Mr. Moore and Mr. 
Director A. C. Raines. Formerly gen- Burkhart joined New York Life at 
eral agent for Union Central, Mr. Huff- Indianapolis. In 1933 they were ap- 
one tag, Honey ped wes — ot pointed general agents for Lincoln Na- 
t J gy eggs Bae rns pence MP ot tional and have been with that company 
Seamer up to the present. 
Sigs, A peveral agent He has Mr, MeDermond was the Gre agent 
; 2 = , : . oin : y 
politan since 1936, and is well known in Coe tea a ae " Guustneny od Wheihatiiins Mheebe Cuatient 
sas ‘ 5 SUNDAY AFTERNOON CONCER urtesy of Berkshire Music Festiv 
Arkansas. During the war Mr. Moore was an 
: Fite officer in the army air corps; Mr. Burk- The Tanglewood Music Shed, the Theatre-Concert Hall, and the Chamber 
s re- ‘ ’ : ani Mu: , , 
rency Security L. & A. Appointments hart was assistant general manager ot Music Hall, set in 210 acres in the Berkshire Hills, are a far cry from the 
Security Life & Accident has ap- an optical company in Milwaukee; and wooden shell and its crude benches where the Berkshire Music Festival had 
n H. pointed Joseph gE. Pickett, manager at Mr. McDermond was overseas with the its inception in 1934. The grounds of Tanglewood were laid out in 1849 
neral Fresno, Cal. Mr. Pickett, a newcomer to Marines. With the rank of lieutenant- by William Aspinwall Tappan whose daughters entertained Nathaniel 
the business, has been promoted to man- COlonel, he has been studying desirable Hawthorne from 1851 to 1853 while he gathered material for his TANGLE- 
ager because of his splendid work as ag ens lor NSLI. WOOD TALES. This year, the Berkshire Music Festival will operate on 
agent during his first year in the busi- h RCtONS S58 a — rs Brad- its full pre-war scale, with Serge Koussevitzky conducting the Boston Sym- 
— He formerly resided in San Fran- pion iy pee en'—g gy ee: ie phony Orchestra in a series of nine concerts. Benjamin Britten’s opera 
aged ~ had > ee succeasiul career eanek deena: ae sone oe Sees PETER GRIMES, composed for Tanglewood, will have its first American 
Ta A Mines and James W. Isaacs % ial he Ladi performance by the opera department of the Berkshire Music Center 
eee ; pe sk, s in August. 
have been appointed managers at To- Morris Plan Chan es Title pip. 
peka, Kans. Both have had long years 1g THE BERKSHIRE LIFE INSURANCE COMPANY, now in its 
ot experience in the business. to Bankers Security 95th Anniversary Year, heartily endorses this type of cultural 
— The Meta Plea leaieee Seda recreation. Their retirement income policy provides a life inde- 
Placek Ore. Group Supervisor of: Ses Hinaks Non changed: its aan a pendence fund, built during the insured’s active earning years, 
Edward K. Placek, formerly of Se- Bankers Security Life, a move necessi- ” ota — ee ee nd ae - v 
attle, has been appointed regional group tated by the growing demand for credit - desi 4 ™ ble the i d ; he t : 
supervisor for Occidental Life in Port- life insurance on the part of commercial INES OR CEENS END MESO 22 ae eee of nga ce 
land, Ore, He _entered insurance in banks. F. J. Scott is president, R. F. tion during his retired life as he did during his earning years. 
~ agen Aetna Life. In 1928 he joined Talbott first vice-president in charge of 
c pee A ah eS. ee — ea sales and public relations. A. J. Morris is 
lle & Accident in Seattle and con- chairman. e 
: centrated exclusively on group busi- TI iety w ized i 7 
troit 5 : g ne society was organized in 1917 as A 
ie is ness. Two years ago he became general the first life company to specialize in in- et 3 Ltée 4 e 
€ the _ ‘haa tuatee = his reser me surance covering lives of borrowers, and 
a on to join Uccidental. originally provided this insurance to the 
— Seyi various Morris Plan banks. In 1935 cov- LIFE INSURANCE COMPANY 
leving Aurora General Agent erage was extended to a limited number INCORPORATED 1851 
Pacific Mutual Life has appointed of commercial banks. At the start of war HARRISON L. AMBER, President PITTSFIELD, MASS. 
Victor M. Sieving general agent at Au- the society was insuring 350,000 bor- — 95th ANNIVERSARY YEAR — 
tora, Ill. He has been associated with ‘Owers for more than $85,000,000. The 
the Pacific Mutual agency of E. E, mew company will expand facilities and 
Henderson in Chicago for many years. offer its services to a greater number of 
ee banks and other lending institutions. 
Southland Life Promotes Evans Mr. Scott stated the demand for nc ; ~~. 
| a credit life insurance has increased great- Registered Policy Protection 
oun L. Evans f has 3 named jy, Banks originally extended credit for 
Dallas Pinging e ye and Life's production and distribution, but now the Neshi Rete 6 
a , He re = — oO po ag scslentae great majority of commercial banks have a ore 7 
in = ys ke on insurance either petsonal loan departments, time INSURE OUR INSURANCE 
i pel ssa = He c Y “es min cm sales departments, or both. He said mass Securities with highest ofcial approval deposited with State - . - Life policies registered. bear 
3 re S e J ° 5 : - H rane eee on, e, 
Southland Life several illic wit production and mass distribution of dur- accident, hospitalization... and Agents havo as substantial compensation as any in America, 
gE JEANS able goods require mass consumer credit. plus Lifetime Service Commissions and Pension Plan. 
5 When the borrower's loan is protected M.| ALLEN ANDERSON, First V.P., Director of Agencies 
Moves S. I. Office by life insurance, the bank is enabled to i 
NEWARK—The south Staten Island cancel his obligation in event of death Theo. P. Beasley, 
: ce of Prudential has been moved to and avoid collection efforts and other p , 
uteat Kills. It has been in Tottenville unpleasantness. resident 
‘or 40 years. Credit life insurance also, he said is a 
The new office will be supervised by valuable goodwill builder for banks. 
J]. J. O'Brien and C. S. White, assistant Death of an uninsured borrower often 
a strict managers. It will operate as a results in severe hardship for the bor- 
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was 73% greater than for the first six 
months of 1945. 

Gain in force in the first six months 
is within $500,000 of the gain for the 
entire year of 1944, and greater than 
the annual gain in any previous year 
in history. 


Bankers Life Gains $52 Million 


during the first half of 1946, a gain of 
more than $37 million in ordinary in 
force and nearly $15 million in group. 
The gain over a year ago totalled over 
$88 million, of which ordinary repre- 
sented more than $60 million. 

Leading in percentage of increase is 
the company’s W. A. Crowder, Salt 
Lake City agency with a gain of 12.43%. 





The Oklahoma City, Lincoln, Neb., 
Life insurance in force for Bankers Portland, Ore., and Ottumwa agencies 
Life increased by nearly $52 million follow in that order. 








gERE NOT Goop REY” 


Steering the field force is no part of our policy. 
We know that the type of approach, the man- 
* ner of closing and the mechanics of a sale 
vary with agents. We don’t attempt to channel 
their efforts. We do try to help them with ma- 
cerial and ideas that are adaptable to their own 
particular styles of selling. As long as we are 
in this business it will be our policy not to 
steer the agent but to 4e/p him in the kind of 
selling he finds most productive. 
€JFE INSURANCE BEGINS WITH THE AGENT. 
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WHAT this Big Increase MEANS to YOU! 


This Company’s volume trebled dur- 
ing the past 10 years because of Life, 
Accident, Health and Hospital protec- 
tion the public wants . . . because of 
square dealing with representatives 
and policyholders. Why not share in 
this continued progress? Write today. 
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Agency Heads at 
Penn Mutual School 


Penn Mutual held its 14th agency 
building school at the home office for 
two weeks with 22 general agents and 
supervisors from 17 states in attendance. 
Second Vice-president E. Paul Huttin- 
ger, dean of the school, was in charge 
of training. The faculty consisted of 
19 members of the home office staff. 
Eric G. Johnson, vice-president, and J. 
A. Stevenson, president, were on the 
program. 

Guest teachers included Osborne 
Bethea, New York; E. L. Reiley, Cleve- 
land; Wayne Clover, Kansas City; W. 
A. Arnold, Harrisburg, and J. F. Reese, 
Harry McCoy, N. W. Rowley, W. F. 
Lee and Marion DuPaul of the Phila- 
delphia agency. Dr. W. H. Magill, Dr. 
M. G. Preston and Dr. Whittlesey, all 
of University of Pennsylvania, were 
lecturers. 

Subjects included supervisors’ sched- 
ules, planning and objectives, recruiting 
and training new men, underwriting and 
operating problems, actuarial studies, 
policy changes, medical and lay selection, 
claim procedures, work habits, supervi- 
sion and coaching, motivation and the 
psychological factor in selling, instruc- 
tion principles, work habits and records, 
financing underwriters, morale, agency 
profits, publicity, marketing, sales pro- 
motion, advertising, use of agency 
boards, economic influences, post war 
probabilities. 





Berkshire Agency Convention 


The agency convention of Berk- 
shire Life will be held Aug. 9-12 at 
Atlantic City. 


Conduct Salt Lake City School 


Ward Phelps, director of training of 
Mutual Life, with two assistants, 
Charles P. Rice and Lloyd Roberts, con- 
ducted a one-week school for western 
agents in Salt Lake City. Manager 
Carson E. Bechtel was in charge of ar- 
rangements. 








National Life Convention 


; National Life of Vermont will hold 
its annual convention at the Stevens ho- 
tel in Chicago, Sept. 15-19. 


El Capitan Club to 4 
Meet in Estes Park 


The El Capitan Leading Producers 
Club of California-Western States Life 
will hold the biggest convention in js 
history at Estes Park, Colo. Aug. 11-14 
with a_ record-breaking total of 211 
qualifying company agents and map. 
agers and wives who have planned to be 
there. Many will be present from the 
home office and 11 delegates from the 
Hawaiian organization. 

All previous company and _ individual 
production records were broken. Ten 
agents turned in paid pro rata records 
for the year exceeding $400,000. 


Gaumer Out Ahead 


Officers of the club are: Grant Tag- 
gart, Casper, Wyo., president; Al Gau- 
mer, northern California, chairman; 
John Vetrano, Houston, first vice. 
president; C. W. Madsen, Wyoming 
second vice-president, and J. G. Morrow, 
San Francisco, third vice-president, 

Mr. Gaumer, immediate past presi- 
dent, led the entire field organization 
with a paid pro rata volume of $1,650, 
008 for the 12-month qualifying period 
and a renewal ratio of 94.4%, but under 
the club rules was not permitted to suc. 
ceed himself as president. 

Business sessions will be held in the 
mornings and afternoons and evenings 
will be devoted to recreation. General 
arrangements are supervised by T. J, 
Hammer, director of agency service. R, 
E. Murphy, vice-president and manager 
of agencies, planned much of the con- 
vention. 

This will be the El Capitan Club’s first 
convention since 1941, when it met in 
Yellowstone National park. Convention 
headquarters will be the Stanley hotel, 
Estes Park. 





People’s Life Virginia Rally 
District managers and_ superintend- 
ents of Peoples’ Life Insurance of 
Washington, D. C., held an educational 
meeting at Roanoke, Va. Five repre- 


sentatives from the home office had 
charge of the session. 
E. L. Hogan, Bristol, Va., was 


elected president of the Managers Club 
and R. B. Carter, Roanoke, secretary- 
treasurer. 
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Manhattan Devises 
Educational Form 


Manhattan Life has originated a juve- 
nile college education and endowment 
annuity plan which is described as an 
“all-life” contract which provides ben- 
efits and protection from youth through 
old age. 

It will provide four cash payments, 
each equal to one-quarter the face 
amount, for college education expenses, 
to be made at policy anniversaries near- 
est ages 17, 18, 19 and 20. The face 
amount remains unchanged by any edu- 
cational payments made, so full face 
would be paid at death. 

Premiums decrease sharply at policy 
anniversary nearest age 20, in some 
cases as much as 75%, as when the 
student graduates his income may be 
smal] for a time. 

The policy continues as an endow- 
ment annuity without necessity of a 
medical examination, and at age 65, or 
earlier if desired, the company will 
start to pay a monthly income which 
will provide security in later years. 

The company’s objective in designing 
this policy was to complete the service 
which juvenile insurance offers to the 
child in various contracts of accumulat- 


ing funds to provide for further educa- 
tion after public school, or to start him 
out when he becomes an adult with a 
life policy which calls for only low 
annual premium outlay and with con- 
siderable value already established; of 
to provide life insurance protection not 
only through juvenile years but in adult 
life; and also to provide protection spe 
cifically to pay doctor bills and general 
expenses in event of death of a child at 
an early age. 

Until the new juvenile educational and 
endowment annuity policy was designed, 
no one form of policy offered by Mam 
hattan or other life companies, Mat- 
hattan stated, was able to achieve all of 
the above purposes, but the new contract 
does this most flexibly and satisfactorily, 

Death benefits, prior to age 5, as 8 
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customary with juvenile policies, afé 
graded, except in New York. At age % 
anniversary after the educational pay 
ment then due has been made the policy 
still has a cash value of $183 per $1,000 
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STATE MANAGER 
FOR TEXAS 
How would you like to employ a State Maw 
ager for Texas? Having all the needed e: 
ence and necessary qualifications. Interview 
suggested. Available September 15. d 


Box G-92, The National Underwriter Co., 
Jackson Blvd., Chicago 4, Illinois. 
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— 
of ultimate face amount, and that ap- 
plies regardless of age at issue. At age 
99 anniversary the policy may be con- 
tinued as an endowment annuity matur- 
ing at 50, 55, 60 or 65, but policyholder 
must remit the premium due on anni- 
yersary nearest age 20 on the basis of 
the maturity age selected. Such pre- 
mium rate paid after age 20 always is 
much less than the amount previously 
paid, and for an endowment annuity 
maturing at 65 is less than Manhattan s 
present rate at age 20 for ordinary life, 
and for other maturity ages the pre- 
mium rate to be paid is correspondingly 
low. 

Further Provisions 


After age 20 and up to maturity date 
continued life insurance protection is 
provided for ultimate face amount with 
provision whenever cash value exceeds 
ultimate face amount, death benefit will 
be cash value. ; ; aoe ts 

A choice of maturity options is given 
at maturity date. The first option is a 
$10 per month per unit income to in- 
sured for life, 120 months certain; 
second, cash payment which for a con- 
tract with maturity date 65 is $1,540 per 
$1,000 ultimate amount; age 60, $1,727; 
age 55, $1,926; age 50, $2,132; third, 
cash payment for corresponding maturi- 
ity ages of $817, $1,060, $1,316, $1,577, 
and $1,000 paid-up whole life policy; 
fourth, paid-up whole life policy which 
for the various maturity ages is $2,129; 
$2,590; $3,158, and $3,840. ; 

Upon written request, the method of 
educational payments may be modified 
so as to make the payments over a 
period not exceeding eight years. The 
maturity date selected may be changed 
after age 20. 

At age 20, regardless of age at 
issue, the annual premium reduces to 
one of the following: Maturity age se- 
lected, 65, $15.19; 60, $20.71; 55, $28.96;. 
50, $41.24. Annual premiums, payable 
to age 20 and not including waiver of 


premium provision, are: 
NEW YORK 
Issue Before 
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New York rates ages 5-9 inclusive 
are the same as in other states. Double 
indemnity and waiver of premium may 
be written. 


State Mutual Term to 65 
Contract Introduced 


State Mutual now is issuing a term to 
age 65 policy which may be converted 
any time up to and including the in- 
sured’s 50th birthday. Waiver of pre- 
mium benefit is carried over to the con- 
verted policy without evidence of insur- 
ability whether the insured is disabled 
or not, if conversion is to standard whole 
life. If conversion is to any other plan, 
evidence of insurability is required for 
continuance of the waiver benefit. 

Limits of risk for standard male lives 
are Age 20, $30,000; ages 21 to 45, 
$50,000; ages 46-49, $40,000; age 50, 
$30,000. Single business and_profes- 
sional women and widows of independ- 
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The Boston Mutual Life Insurance Ce. 
Fifty-fifth Year of Service to the | 








People of New England. 





ent means are considered for the same 
amounts. Waiver of premium rate for 
women is twice the male rate. Pre- 
mium rates and the 1946 dividends for 
all durations are: 


Ann. Prem. Ann. Prem. 
be be 

of Gee. ae oe 
e S842 385 2 & Bee Beg = 
<4 6oQ BBS A <« BSA BBS G6 
20 $14.40 $15.19 $3.56 36 $19.02 $20.84 $3.90 
21 14.60 15.42 3.57 7 19.45 21.40 3.93 
22 14.81 15.67 3.59 38 19.91 21.99 3.96 
23 15.02 15.92 3.60 39 20.39 22.62 4.00 
24 15.25 16.19 3.62 40 20.90 23.29 4.04 
25 15.49 16.48 3.64 41 21.45 24.02 4.08 
26 15.73 16.77 3.66 42 22.02 24.79 4.12 
27 15.99 17.08 3.68 43 22.64 25.62 4.16 
28 16.27 17.42 3.70 44 23.29 26.51 4.21 
29 16.55 17.76 3.72 45 23.98 27.46 4.26 
30 16.85 18.12 3.74 46 24.72 28.48 4.30 
31 17.17 18.52 3.76 47 25.50 29.57 4.34 
32 17.50 18.93 3.79 48 26.34 30.75 4.36 
33 17.85 19.36 3.81 49 27.23 32.02 4.36 
34 18.22 19.83 3.84 50 28.18 33.39 4.36 
35 18.61 20.32 3937 


Pacific National Now Has 
Endowments at 60, 65 


Pacific National now issues continu- 
ous premium endowments maturing at 
ages 60 and 65 (minimum $1,500) in 
addition to the 20-payment forms. Pre- 
miums per $1,000 are: 


End. at 60 End. at 65 

With- With With- With 
out Waiver out Waiver 

Age Dis. Dis. Dis Dis. 
5 $18.06 $18.51 $16.49 $16.92 
16 18.58 19.04 16.90 17.34 
17 19.12 19.59 17.34 17.89 
18 19.79 20.18 17.79 18.25 
19 20.30 20.79 18.28 18.75 
20 20.95 21.44 18.79 19.27 
21 21.59 22.10 19.31 19.80 
22 22.29 22.82 19.86 20.37 
23 22.96 23.51 20.44 20.97 
24 23.75 24.32 21.06 21.61 
25 24.58 25.17 21.71 22.28 
26 25.42 26.04 22.40 23.00 
27 26.31 26.96 23.12 23.75 
28 27.27 27.96 23.90 24.57 
29 28.32 29.05 24.73 25.44 
30 29.43 30.20 25.62 26.37 
31 30.61 31.41 26.55 27.33 
32 31.90 32.73 27.55 28.36 
33 33.19 34.05 28.63 29.47 
34 34.71 35.60 29.78 30.65 
35 36.35 37.30 31.02 31.92 
36 38.21 39.23 32.32 33.28 
37 40.25 41.34 33.73 34.76 
3 42.33 43.49 35.24 36.35 
39 44.77 46.01 37.12 38.31 
40 flied eae 38.80 40.08 
41 40.65 42.03 
42 42.66 44.15 
43 44.85 46.46 
44 47.26 48.99 


Sunset Life Announces New 
Protective Investment Plan 


Sunset Life has put on the market a 
program entitled “Liberator Protective 
Investment Plan,” based on the “Liber- 
ator” policy. This is an ordinary life 
contract providing double protection in 
the first 20 years or until age 65, which- 
ever is earlier. 

To this is attached a “premiums accu- 
mulations agreement” under which the 
policyholder can accumulate sufficient 
sums of money to mature the policy as 
a life annuity for 10 years certain and 
life at any age past 60. This amount of 
annuity is $25 per month for each $2,500 
face amount of insurance. A memo- 
randum book for the policyholder to use 
in maintaining a record of these deposits 
under the accumulations program is en- 
closed with each policy. 


Girard Brings Out Form for 
Subscription to Church 


Girard Life has introduced a plan 
whereby members and friends of a 
church ‘can provide funds necessary for 
building or other operations by volun- 
tary subscription. The unit subscription 
of $800 would entitle the subscriber to 
a $1,000 30 year endowment policy on 
his life or that of some member of his 
family or business associate satisfactory 
to the company. Premiums are paid 
by the church. Subscriptions will be 
accepted in the following approximate 
fractions of the unit: 4/5 unit, $650 
subscription, $800 endowment  insur- 
ance; 3/5 unit, $500 subscription, $600 
endowment insurance; 1/2 unit, $410 
subscription, $500 endowment insurance; 
2/5 unit, $330 subscription, $400 en- 
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A WELL BALANCED 
COMPANY 


- What is a well-balanced company? 


It is, we believe, a company whose financial structure is 
sound . . . Whose geographical market embraces a bal- 
ance of metropolitan, town and rural areas . . . Whose 
Head Office is advantageously located with respect to 
prompt service to policyholders and agents . . . Whose 
policy contracts include all fundamental coverages . . . 


It is a company whose contributions to its industry have 
been recognized as outstanding . . . Whose growth has 
been steady and uniform ... Whose size is sufficiently 
large to assure confidence and prestige . . . Whose man- 
agement, nevertheless, has never lost the common touch 
with agent and policyholder . . . and whose reputation 
as a friendly company has been consistently upheld. 
Fidelity is such a company. It operates with general 
agencies in thirty-six states. It has been “Faithfully serv- 
ing insurers since 1878.” 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


The Parkway at Fairmount Avenue 


E. A. Roserts, President 
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BUSINESS MEN’S ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 


W. T. GRANT 
Chairman 


J. C. HIGDON 
President 
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dowment insurance; 1/4 unit, $205 sub- 
scription, $250 endowment insurance. 

The subscription may be paid to the 
church in one sum or in three annual, 
six semi-annual, 12 quarterly or 40 
monthly instalments. 

Upon the maturity of the policy, at 
the end of 30 years, the company will 
pay to the subscriber the full face value 
of the policy, or in event of his death 
the full face value will be paid to his 
estate or beneficiary. The subscriber 
can borrow money on his policy to the 
full extent of its cash value. 

The annual outlay of the church is 
about the same as a 4% interest pay- 
ment on a loan and would be decreased 
upon the death of a subscriber. Fur- 
thermofe, in 30 years the principal 
amount is entirely wiped out and the 
subscriber, instead of having made an 
outright gift to the church, will have 


received back his entire subscription in- 
creased by 20 to 25%. 


Conn. General Lowers Group 
Life Minimum Lives Limit 

Connecticut General will write group 
life for employers with a minimum of 
25 employes, wherever permitted by 
state law, at group premium rates and 
with group underwriting, it was an- 
nounced this week. The minimum here- 
tofore has been 50 lives. 

In cases with 25 to 49 lives, the min- 
imum amount will be $1,000 and the 
maximum will range from $2,500 to 
$5,000 depending upon the total amount 
of insurance effective on the case. Only 
full time employes will be considered. 
Conversion and waiver of premium will 
be included. 

Connecticut General offers three sche- 





extra fillip to every day living. 


for men who can qualify as 


HELENA 


R. B. RICHARDSON 
President 








Ask the Man Who Holds One-- 


contract under which he operates does not pay him well 
above the average for the business. Ask him if he does not 
enjoy freedom from Home Office pressure for volume; if 
the man-to-man relationship in agency matters is not an 


ing agent who contemplates a change to get all the facts. 


General Agency Openings -- In California, 
Washington, Oregon, Idaho, Montana, Utah and Wyoming 


agents. Check our Financial Statement. 


WESTERN LIFE 
INSURANCE COMPANY 
Since 1910 
Assets $24,312,324 
Surplus to Policyholders $2,900,000 


Insurance in Force $101,460,506 
(April 30, 1946) 


If the Western Life 


It will pay the good produc- 


personal producing general 


MONTANA 


LEE CANNON 
Agency Vice President 





dules, level, salary or occupational. Ac- 
cidental death and dismemberment in- 
surance, and group accident and sickness 
insurance is written in conjunction with 
group life with a 25 minimum. 





Aid Association's Scale Unchanged 


The dividend schedule of Aid Associa- 
tion for Lutherans for the year begin- 
ning July 1 remains the same as in 
1945. The guaranteed rate of interest is 
paid on policy proceeds and dividend 
accumulations. 





Central, Ill., Continues Scale 


The dividend schedule is being con- 
tinued by Central Life of Illinois for 
the dividend year which began July 1. 
Rate of interest is 244% on non-with- 
drawable funds and 3% on dividend 
accumulations. 


No. Amer. L. & C. Retains Scale 


North American Life & Casualty is 
continuing its 1945 dividend schedule for 
the year which commenced July 1, 1946. 
Interest of 344% is paid on funds left 
with the company and dividends are 
accumulated at 4%. 


COMPANY MEN 


Allnutt Returns to Farm Bureau 


W. T. Allnutt has returned to the 
sales department of the Farm Bureau 
companies, Columbus, O., at the 
home office. Since 1944 he has been 
general manager of the Cooperative 
companies at St. Paul. Mr. Allnutt has 
assumed new duties as agency secretary, 
and will supervise service in this de- 
partment. He spent 15 years with the 
Farm Bureau, starting as a Maryland 
local representative. He went to Penn- 
sylvania as state agent, and then be- 
came assistant superintendent of agents. 

















Name Rogers at Sioux Falls 


Pat W. Rogers, who has’ conducted a 
general writing agency at Marshall, 
Minn., has been appointed manager at 
Sioux Falls, S. D., for North American 
Life & Casualty. i 

Ralph S. Thornton has been appointed 
editor of the company’s house organ, 
“Nalac News.” 


Reserve Loan Promotes Turner 


Rube Turner, bank credit department 
of Reserve Loan Life, has been pro- 
moted to manager. He was discharged 
from the navy in January. 


Arnold Northern Life Director 


Lawrence M. Arnold has been elected 
a director of Northern Life. He has been 
chairman of the Seattle-First National 
Bank since 1940. He is a director of the 
Seattle branch of the Federal Reserve 
Bank. 
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with bath. Five 





Single 
Double 


WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests enjoy the homey luxury 
and genuine comforts seldom found in other New York 
1,000 spacious, 


Quiet, yet within 8 minutes of the shopping district. Low 
rates make the Prince George New York 
ing hotel value. Write for booklet NUL 










tastefully furnished rooms, all 
famous restaurants and a cafeteria. 


‘s most outstand- 





room with bath from $2.50 
room with bath from $4.00 
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at 14 East 28th Street New York 16, NY. 


105 Miamntager 


Charles F. Rogers, 











AGENCY NEWS 


Baker Has Sales Conference 


The C. Gale Baker agency of Pacific 
National Life at Boise and Burley, Ida., 
held a one-day sales conference at the 
Burley office. The theme of the meeting 
was “Better Results Through Quality 
Selling in 1946.” Dave Jensen, general 
agent of Western Life, talked on the 
value of record keeping. 

Mr. Baker reports new written and 
applied for business of $1,400,000 or 
100% increase over 1945 for the same 
period. 








Bankers’ Columbus Agency Moves 


The Paul Rilett, Columbus, O., agency 
of Bankers Life of Iowa, and guests 
celebrated the opening of new offices 
at 3230 LeVeque Lincoln Tower, Col- 
umbus, with “open house” at the of- 
fice and a party at the Scioto Coun- 
try club featuring golf, swimming 
and dinner. Among those present were 


J. M. Grimes, Jr., Des Moines, agency 
secretary; E. P. Kern, Washington, J 
C., assistant superintendent of agencies: 
Paul Burkman, Cincinnati agency map. 
ager, and his wife. 


ACCIDENT 


Breidenbaugh Nat'l 
A. & H. Association 
Executive Sec’y 


O. J. Breidenbaugh, who has had 
charge of the accident and_ health 
courses at Purdue University since the 
death of Mansur B. Oakes, has been 
named executive secretary of the Na. 
tional Association of Accident & Health 
Underwriters. He will continue his work 
at Purdue for the present year at least, 

E. H. Mueller, former national pres- 
ident, who has served as acting executive 
secretary for the past year and a half, to 
help get the organiaztion on its feet, 
felt that he could no longer take the 
time from his own business to handle 
the National association work, and sub. 
mitted his resignation at the Denver 
‘convention, to take effect not later than 
Aug. 1. The national headquarters will 
be moved from Milwaukee to Indian- 
apolis. 


New Secretary’s Career 


Mr. Breidenbaugh was born on a 
farm in southern Indiana, received his 
A.B. from Indiana university in 1932-and 
an M.S. from Butler university in 1939, 
His fundamental college training was in 
research and practical application of 
psychological and sociological principles. 
For seven years he was director of re- 
search and psychologist in Indiana’s in- 
stitution for delinquent boys. He served 
on the faculty at Butler university for 
two years. 

After being rejected for army service, 
he went into a war industry and worked 
up to a position of top management in 
a plant that specialized in the manufac- 
ture of precision gauges and tools, in 
charge of all personnel work and pro- 
curement. 

At the end of the war he again turned 
to educational work and became assis- 
tant to Mr. Oakes in the Purdue course, 
He also worked with Mr. Oakes in the 
Taylor Publishing Co. After Mr. Oakes’ 
death the full responsibilty of the Pur- 
due classes and the supervision of the 
accident and health course by corres 
pondence fell to Mr. Breidenbaugh. His 
work in that capacity was given strong 
endorsement by a resolution adopted by 
the executive board of the National as- 
sociation at Denver. 


Mich. Ban on Franchise, 
Wholesale Plans Withdrawn 


LANSING, MICH.—The Michigan 
department has withdrawn its ruling ol 
several months ago prohibiting the fur- 
ther issuance in this state of so-called 
“franchise” or “wholesale” health and 
accident insurance inasmuch as. the 
N.A.LC. at its June meeting adopted 
a new uniform franchise definition 
which, it is anticipated, will be embodied 
in the Michigan law by the 1947 legisla- 
ture. Commissioner Forbes, in a bulle- 
tin to insurers, asks that if any fram- 
chise business is reinstated or new bust 
ness developed before the anticipated 
amendment of the law, provisions of any 
plan put into effect be made to conform 
with the commissioners’ uniform defini- 
tion, in order to obviate necessity fot 
making changes after the state has for- 
mally incorporated that definition into 
its code. 


Accident Bureau Meeting Plans 


The annual meeting of the Bureat 
of Personal Accident & Health Under 
writers Sept. 30-Oct. 2 at Heaton Hall 
Stockbridge, Mass., will be strictly 4 
business meeting. An address on wal 
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time and post-war effects on under- 
writing, a discussion of the proposed 
uniform regulatory accident and health 


law, and an underwriting forum will 
form the major part of the program 
for the meeting. 








~__NEWS OF LIFE 


ASSOCIATIONS 





Texas Association 
Has Program for 
Agent Compensation 


The executive committee of the Texas 
Assn. of Life Underwriters, meeting in 
San Antonio, adopted unanimously a res- 
olution proposed by its agents’ compen- 
sation committee headed by John P. 
Costello, Southwestern Life, N.A.L.U. 
trustee, declaring that the Texas asso- 
ciation opposes any reduction of com- 
mission schedules, directly or indirectly 
and favors agents being compensated by 
a service commission or a persistency 
bonus of not less than 2% for the pre- 
mium paying period to begin at the ex- 
piration of the regular renewal paying 
period. Other recommendations are that 
companies adopt substantial retirement 
or pension plans with some provision to 
permit its application prior to age 65; 
companies be urged to provide a basis 
for the financial stability of new agents, 
with very careful selection, thorough 
training and supervision. The associa- 
tion also favors vesting of renewal com- 
missions to agents with a _ reasonable 
tenure of service. 


Consider Full-Time Secretary 


E. Dale Shepherd, Houston, immedi- 
ate past president of the Texas associa- 
tion, said that in view of the size of 
the association the president should take 
advantage of the services of the vice- 
presidents in contacting local associa- 
tions in their districts and that the work 
of the secretary has grown to such an 
extent that a full-time secretary should 
be employed. The president was au- 
thorized to appoint a committee to 
study that problem. 

The Tri-Cities sales congress and the 
west Texas sales congress were dis- 
cussed, and it was suggested that the 
group which makes the tri-cities be asked 
to speak at the west Texas congress, 
thus making a four-city circuit. The 
consensus, however, was that the speak- 
ers would be unwilling to add a fourth 
day and that distances make such a plan 
impracticable. 

The need for getting more field men 
into active participation of association 
affairs so that they may be ready to be- 
come head of local and state associations 
was discussed. 

L. M. Scarborough, Reliable Life, Fort 
Worth, secretary of the Industrial Lead- 
ers Round Table, reporting for Earl P. 
Dwyer, National Life & Accident, chair- 
man, who was unable to attend, said 
Mr. Dwyer has set as his goal 100% 
membership in the association for all in- 
dustrial men. 

Frank Cooper, Fort Worth, South- 
western Life, led the discussion of a 
plan of cooperation between the bar and 
life men. 


SUPERVISOR WANTED 


One of the largest and 
oldest Mid-Western mu- 
tual life insurance com- 
panies seeks a super- 
visor to hire and train 
men in Tennessee and 
Kentucky. Address G-86, 
The 
National Underwriter 


175 W. Jackson Blvd. 
Chicago 4, Ill. 

















New Officials of West 
Va. State Association 








New officers of the West Virginia Life 
Underwriters Assn. shown from left to 
right are: Second vice-president, Ross 
Davis, manager New York Life at Wheel- 
ing; first vice-president, Byrl Ross, Mid- 
land Mutual Life, Parkersburg, and 
president, Charles E. Moore, district rep- 
resentative Northwestern Mutual Life, 
Morgantown. 





San Jose Assn. Chooses 
Harold Osborne President 


Harold A. Osborne, Guardian Life, 
has been elected president of the San 
Jose (Cal.) Life Underwriters Assn. 
succeeding Harry Branch, American Na- 
tional. 

Lester J. Johnson, 
was elected first vice-president; Martin 
L. Robinette, Beneficial Life, second 
vice-president; Evert H. Ford, State 
Farm Life, secretary, and John M. 
O’Keeffe, Metropolitan Life, national 
committeeman. Mr. Branch becomes a 
member of the board. 

National quality awards 
sented to eight members. 

Mr. Robinette spoke on ‘“What’s 
Ahead for the New Life Insurance 
Man.” 


Mitchell Named Richmond 
and Va. Executive Secretary 


RICHMOND—M. H. Mitchell of 
Richmond has been appointed executive 
secretary of the Richmond Assn. of Life 
Underwriters and the Virginia state as- 
sociation. He will have his office in 
Richmond. The office is a newly created 
one. A graduate of the National Busi- 
ness College of Roanoke, Va. and of the 
National Institute for Commercial & 
Trade Organization Executives of 
Northwestern University, Mr. Mitchell 
has had considerable experience in sec- 
retarial work. He is president of the Na- 
tional Institute Alumni Association and 
secretary of the Optimist Club of Rich- 
mond. 


Occidental Life, 


were pre- 








Zuckerman Wyoming President 


Sol Zuckerman, Cheyenne general 
agent, was elected president of the 
Wyoming Life Underwriters Assn. at a 
meeting in Casper. He was president of 
the Cheyenne association in 1943. 


Shinnick New Michigan V.-P. 


At a special meeting of the board, 
Robert R. Shinnick, Metropolitan man- 
ager at Muskegon, was elected vice- 
president of the Michigan Life Under- 
writers Assn. to succeed Leon Wear, 
who has been transferred to Toledo, 





‘O., as a Prudential superintendent. 





Buffalo—Sixty members will 
1946 quality awards. 
be made in September. 

Knoxville, Tenn.—Fred M. Rogers, 
Nashville, state director of insurance for 
the Veterans Administration, spoke on 
the three changes in veterans insurance 
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THE COMPANY OF e SUCCESSFUL FIELDMEN 


Lasting Success 


Many Pacific Mutual underwriters long estab- 
lished in the field are today far exceeding their 
best records of the past. 


UMN 


A 


Striking proof that Pacific Mutual career men 
can count upon lasting sales success! 


Here’s the three-fold reason: 


UX 


First—A practical training program, embracing each 
successive step in an organized and complete mer- 
chandising process. 


Second—A complete range of personal 
coverage to sell. 


Third—The"New and Unusual Savings 


Plan”—a complete economic security 
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OUR STEWARDSHIP 


Life Insurance is not a business, an 
industry, or commerce. It is a stew- 
ardship of the huge sums of their 
“assets, sums of money owned not 
by the company but by the millions 
of Americans who own life policies 
or money for future delivery, to be 
paid to them or their loved ones 
when they need it most. 


The Friendly Company is very proud 
of her record of stewardship. As a 
company she stands second to none 
in safety, reliability and performance. 
She truly operates a super social se- 
curity system. 


If you are interested in the profession 
of life underwriting, you will find it 
pays to be friendly with 


ee 


“The Patenaly Company” 
FRANKFORT INDIANA _ 
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‘FOR EVERY NEED 


LIBERTY NATIONAL 
Life Jnsurance Company 


ORGANIZED 1900 


BIRMINGHAM, ALA. 











HEAD OFFICE 
MONTREAL 


NEVER IN HISTORY 


has it been so necessary 
to take care of tomorrow 
with the resources of 
to-day. Life Insurance 
meets the challenge of 


the unknown tomorrow 


by the insight, prudence 


and resources of to-day. 


SUN LIFE 


ESTABLISHED 1865 


OF CANADA 





plans recently passed by Congress and 
now awaiting the President’s signature. 

Long Beach, Cal. 
kle, Los Angeles manager of Equitable 
Society, chairman of the legislative com- 
mittee of the California association, 
spoke on “Federal and State Legislation 
Which Vitally Affects Our Pocketbook.” 

Columbus, O.— The association will 
hold its annual outing Aug. 16. Todd 
Bechtol is chairman of the committee 
in charge. 

St. Petersburg, Fla.—Donald M. Ed- 
wards, Gulf Life, is the new president, 
soecestias Hollis Young. Vice-president 
is S. S. Merrith, Travelers; secretary, W. 
R. pes eter, Gulf Life; national commit- 
teeman, G. D. Morrison, Provident Mu- 
tual. 

Palm Beach County, 








Fla.—James H. 





Lipscomb, New England Mutual Life, 
Jacksonville, spoke on service to pol- 
icyholders. 


Robert Mettlen is the 
succeeding Ray Dieden; 
vice-president; Roscoe 


Kokomo, Ind. 
new president, 
Orval Kratzer, 
Smith, secretary. 








RECORDS 


Pacific Mutual Life—Reports a gain of 
989%, in face amount of life insurance 
paid for in July 1946 as compared with 
the same period a year ago. 

Continental American Life—An_in- 
crease of nearly $8% million for the first 
six months of this year, the largest 
volume for the first half year in the 
company’s history, has been, registered. 
The corresponding 1945 volume was ex- 
ceeded by 529, As of July 1 the Con- 
tinental American had a record in-force 
of nearly $185 million. For the year 
ending June 30, 1946 the company in- 
creased its in-force by more than $15 











million. 
Penn Mutual—Had the largest six 
months’ volume in 16 years and 135% 


increase in employe benefit and retire- 
ment plans in first six months. New 
business totaled $120,255,053, 71% in- 
crease over same six months of 1945. 
New business averaged more than $20 
million per month since Jan. 1. June 
paid business was $20,175,245, increase 
73% over June, 1945. 

Insurance in force gained $13,892,442 
in June and almost $80,000,000 in the 
six months, and June 30 was $2,292,434,- 


Salary allotment insurance and em- 
ploye benefit and retirement plans in- 
creased 177% in June over a year ago. 
Volume was $13,245,710 for six months, 
representing 11% of total new business 
volume. 

The company paid out in policy bene- 
fits to policyowners and _ beneficiaries 
$29,965,846 in first half of 1946. Average 
policy increased to $4,829 compared with 
$4,319 last year, the highest average pol- 
icy since 1929. 

Capitol Life—New ordinary insurance 
written in June shows an increase of 
105% over June 1945. Paid business for 
June is ahead 87.9% For the first six 
months, there is a 92.7% increase in 
paid business and a 98% gain in writ- 
ten business over the same period of 
last year. 

Occidental Life, Cal.—On its 40th anni- 
versary, June 30, $1,079,000,000 was in 
force, an increase of $49 million since the 
end of 1945. Both group and ordinary 
made substantial contributions to the 
gain. Occidental paid for $95 million of 
ordinary up to June 30, an increase of 
$35 million over the first six months of 
1945, bringing ordinary in force to $730 
million. 

Accident and health premiums in force 
on an annual basis have passed the 
$1,800,000 mark and group accident and 
sickness premiums in force have ea- 
vanced to a 000. 


Bar phieniin ee Up 


It has been tentatively announced that 
at the annual meeting of the insurance 
law section of the American Bar Assn. 
at Atlantic City on Oct. 28-31, four 
outstanding nationally known speakers 
will appear. One of them will be an 
insurance commissioner who will dis- 
cuss developments in the field of juris- 
diction and supervision since the S. E. 
U. A. decision and the recent Supreme 
Court decisions. Another will be an 
outstanding authority on aviation and 
others will discuss the relations between 
the underwriter and the lawyer. . 

Featured on the round table programs 
will be two new committees, veterans 
affairs with Harry Colmery, president 
Pioneer National Life, Topeka, as chair- 
man and regulation, of which C. C. 
Fraizer, former Nebraska insurance di- 
rector and general counsel H. & A. Un- 
derwriters Conference, is chairman. 


Mutual Life Cuts 
Interest Rate 


(CONTINUED FROM PAGE 1) 


fied and needed. On small loans aq 
5% interest rate is about as low as can 
be obtained from any lending instity. 
tion, whereas on larger loans, competi- 
tive rates are lower. 

The company reserves the right to 
charge in future any higher rate up to 
the full rate called for in the policy, 
Increase in rate, Mr. Douglas. said, 
would be made only in event of a gen- 
eral rise in all money rates, because of 
increased costs, or some _ unforeseen 
eventuality. However, in event any in. 
crease in rate later is made, the com- 
pany will notify all borrowers at least 
12 months in advance of the date at 
which the increase becomes effective. 

In his lengthier letter of explanation 
sent to all agents, President Douglas 
gave a table showing the overall interest 
rate that will apply to loans of vari- 


ous sizes. This is: 
Rate on Rate on 
Total Total 
Size o Loan Size of Loan 
Loa % Loan 
$ % - orless 5 $ 1,600 4.40 
4.94 2,000 4.125 
500 4.83 2,500 3.90 
1,000 4.75 3,000 3.7 
1,100 4.68 3,500 3.64 
1,200 4.63 5,000 3 
1,400 4.54 10,000 3.225 
1,500 4.50 20,000 1 


Special Treatment on Old Issues 


Policies issued between 1899 and 1906 
call for a discount of 5%, payable in 
advance, instead of 5% interest, he ex- 
plained. So that the new sliding scale 
of rates can be granted uniformly to 
all policies, the discount rate on this 
special group of policies will be set at 
figures that are equivalent to simple 
interest at the 5, 4 and 3% rates called 
for in the new rate schedule. 

“As you know, entirely aside from the 
question of interest rate, there are a 
number of advantages, from the policy- 
holder’s standpoint, in keeping his loan 
with the company,” Mr. Douglas wrote. 
“Among these are the following: (1) 
No investigation is conducted; (2) the 
transaction is confidential and does not 
affect credit standing in the local com- 
munity; (3) funds are made available 
promptly; (4) the loan cannot be called; 
(5) the loan has no definite maturity 
date; (6) repayment is solely at the 
convenience and wishes of the borrower; 
(7) in the event of death, prompt settle- 
ment of policies is facilitated; (8) by 
borrowing from his own company, he 
benefits himself as a policyholder. 


Outlines The Policy 


“You will see that we intend to point 
out to policyholders that if they find it 
necessary to borrow for any reason— 
personal, business, or for purchase of 
consumer goods—it may be cheaper and 
more advantageous for them to borrow 
against their Mutual Life policies under 
the new rates, than to accept other 
credit arrangements that are available 
to them. 

“This is perhaps a new conception of 
policy loans, but we believe it is an en- 
tirely sound one,” he commented. “A 
policyholder who is paying high rates to 
a small loan company, or to an instal- 
ment finance company, is not in as good 
a position to continue paying his life 
insurance premiums as he would be if 
he had borrowed instead at lower rates 
on his Mutual Life policy. 

“No matter what the purpose of the 
loan may be, the use of his policy as 
collateral for a lower-rate loan helps 
him to avoid financial strain and thus 
increases his ability to maintain his life 
insurance protection. Hence, the wider 
use of policy loans to replace other 
forms of borrowing can be a help in 
conserving life insurance protection.” 


MOVE IS STUDIED 


NEW YORK—Reduction of interest 
rates on policy loans by Mutual Life 
has not met with enthusiasm in Life 
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—— 


circles here. Other companies fore- 
see no change in their own policies. 
Although Mutual may have particular 
problems which, for reasons of their 
own, they feel can be solved by a 3% 
to 5% sliding scale interest rate on 
personal loans to policyholders, it is 


generally believed that there will be 
no such shift in the industry as a 
whole. 

Some companies, in fact, think that 
it is better to discourage the personal 
loan business on the part of insurance 
companies. 





Mutual Life AgentsMeet - 


(CONTINUED FROM PAGE 1) 











Theater and taken over the reins of Mu- 
tual. The audience was relieved by the 
arrival of the soup course. President 
Douglas was forced to remove his dis- 
guise OF strain his soup. Julian S. 
Myrick, second vice-president and toast- 
master of the occasion, was very happy 
to learn that his principal speaker was, 
after all, present. ; 

A panel discussion on business insur- 
ance was held the final morning. One 
case was described of two brothers, the 
younger holding one-fourth interest in 
a business and the older three-fourths. 
The younger was satisfied with his in- 
terest but was concerned lest in the 
event of his brother’s death all his work 
should go for nothing. 

He feared that with his brother’s wife 
in control of the company it would be 
impossible for him to continue to work 
as he saw fit. Insurance, which would 
provide the wife with cash settlement 
for her interest and the younger brother 
with control of the company, was the 
only solution. It was pointed out that 
one of the chief assets of any business 
is the brains of the key men. By insur- 
ance on the lives of these key men it 
would be possible for corporations to 
continue their activities without any 
material disruption upon their demise. 

With a net increase of 400,000 new 
business enterprises during the last two 
years a fertile field is open for the writ- 
ing of business insurance. It was sug- 
gested how insurance men could pro- 
vide counsel for business men on all 
matters relating to insurance. At the 
conclusion of this panel Ben H. Wil- 
liams, superintendent of agencies for the 
central division, spoke on “Direct Mail 
as an Aid to Selling.” 


Direct Mail 


Albert Trussell, director of sales pro- 
motion, then announced plans for a di- 
rect mail campaign. Field men partici- 
pating in the program will submit the 
names of 100 prospects. Cards will be 
mailed to all prospects offering high 
grade memorandum books to all who 
return cards containing their signa- 
tures. The signature will be stamped 
not in 14, not in 18, but in 24 carat gold 
on the cover. The book will be returned 
to the field man who will present it to 
his prospect and at the same time sell 
him insurance. Tests have shown a 
28.5% return on all these offers. 

The program was completed by Jacob 
W. Shoul of Boston telling of his ex- 
periences in selling insurance strictly on 
an emotional appeal for 30 years. At the 
final luncheon Mr. Hull, in his closing 
remarks, announced the plan for holding 
luture meetings of the club in geograph- 
ical sections. The western division meet- 
ing will take place at Tahoe Tavern, 
Lake Tahoe, Cal., Sept. 9-10, 1947. The 
central division will meet Sept. 15-16 at 
French Lick Springs Hotel, French 
Lick, Ind. The Hotel Statler, Buffalo, 
will be the scene of the eastern, metro- 





WANTED 


HOME OFFICE 
FIELD SUPERVISOR 


Sound Mid-Western company operating 
Widely, will employ a Field Supervisor for 
tecruiting, training, and working with Gen- 
eral Agents. Salary, bonus, and expenses. 
efer man seeking opportunity and ad- 
vancement. Responses confidential. Give 
etails as to results, training, experience, 
age, etc. State salary expected. 


Address Box H-2 


The National Underwriter 
175 W. Jackson Boulevard 
Chicago 4, Illinois 














politan New York and New England 
divisions Sept. 18-19. On Sept. 25-26 the 
southern division will meet at the Ocean 
Forest Hotel, Myrtle Beach, S. C. 

The Top Club, a new division of the 
National Field Club, will require $400,- 
000 production for membership, The 
1947 Top Club meeting will be held Sept. 
3-5 at the Chateau Lake Louise, Lake 
Louise, Alta. 

The announcement of an insurance 
benefit plan, made the first day of the 
conference, brought cheers from the as- 
semblage. 

The plan includes not only life insur- 
ance protection, but also accident and 
sickness insurance, and hospitalization 
and surgical fee benefits. Costs of the 
plan will be shared between the com- 
pany and field men. 

The plan will become effective as soon 
cab gg of all eligible representatives en- 
roll. 

Benefits include from $1,500 to $6,000 
of life insurance; A. & H. weekly ben- 
efits up to $40 a week for a maximum of 
13 weeks; hospital room and board ben- 
efits of $5 a day for a maximum of 31 
days, plus not more than $25 for other 
hospital expenses; scheduled surgical 
expense benefits up to a maximum of 
$150. 

Earnings from commissions, and effi- 
ciency income and service fees will be 
the basis of participation. Special treat- 
ment will be given for returning vet- 
erans in the computation of earnings. 


Compared to Sound, Old Ship 


Mr. Patterson in his talk said the 
program of changes in personnel and 
procedures initiated five years ago was 
designed not to make Mutual Life big, 
but as fine as possible, to secure quality 
rather than quantity. 

“The ‘S.S. Mutual Life’ is a sound 
ship,” he said. “She is sturdy. She 
is made of fine old timber. She has 
been streamlined. Her sails are set. 
She is gathering speed. For its over a 
million passengers (our policyholders 
and beneficiaries) she represents safe 
sailing out into the future. Yes, she 
will always make port.” 

He stressed that the fine vehicle and 
tools which Mutual Life agents have 
today did not come by accident, but 
only through incalculable hours of study 
and thought over the company’s 100 
years by those who have built it. This 
inheritance should not be taken for 
granted, he said, but the agents must 
study and work to learn to use and en- 
joy the inheritance properly. 

“Whenever we find ourselves think- 
ing it all should be easier for us,” Mr. 
Patterson said “let us recall how much 
we have with which to work which the 
man a hundred years ago totally lacked 
—not only of equipment but vital ex- 
perience as well.” 

From long experience the public has 
reason to believe that the foundations 
of Mutual are imbedded in the solid 
granite of integrity of management and 
sincerity of service to policyholders 
and their beneficiaries, he said. “Upon 
that rock of public confidence rests 
one of the best sold ideas in America— 
that the foundations of family life must 
include ownership of sufficient life in- 
surance.” 

Vice-president Hull stated in connec- 
tion with creation of Top Club that 
early next year the five leading pro- 
ducers for 1946 will be taken to the 
home office to assist in planning the 
program for the 1947 Top Club con- 
ference at Lake Louise. 

Mr. Hull also discussed the changes 
that had been made in the company, 

(CONTINUED ON PAGE 23) 





TO THE CAREER UNDERWRITER 


THE 
PAN-AMERICAN LIFE 
OFFERS: 


@ Acomplete line of Policies on Participating and Non- 
Participating Plans. 


@ One of the most liberal Agency Contracts in 
America. 


A Recruiting Plan and Special Training for New 
Fieldmen. 


A New System, relieving General Agents from de- 
tailed Agency Accounting. 


Attractive and Effective Sales Aids and Policy 
Illustrations. 


Prospects for Insurance furnished through a Proven 
System. 


OVER A QUARTER OF A BILLION IN FORCE 


For Information Address: 
Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 


Edward G. Simmons Kenneth D. Hamer 
Executive Vice-President Vice-President and Agency Director 
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LOOK BEFORE YOU LEAP... 


might be an old proverb, but for pro- 
gressive men who continually seek to 
improve themselves it still rings true 
today. 

That’s why we’re anxious to furnish 
you complete information about our 
new tailor-made life policies. See for 
yourself why men of Anico are 
smashing past sales records. They’re 
building a prosperous future with 
Anico’s 40 proven years nf experience 
behind them. 

Write for complete information to- 
day, or ask Anico’s Men of Vision. 
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P.H.C. to Observe 
Its 50th Year 


Protected Home Circle Aug. 7 will 
observe its 50th anniversary, as on that 
day in 1886 it was granted its charter in 
Mercer county, Pa. It has become one 
of the leading societies, now having 
86,054 insurance members and having 
distributed about $45 million to mem- 
bers and their beneficiaries in benefits; 
with close to $14 million assets at the 
close of 1945 and nearly $66 million in- 
surance in force. 

One of the incorporators was P. D. 
Stratton of Salem, O., an agent of an 
eastern insurance company. He, with the 
Rev. H. C. Hall, First Baptist church 
pastor at Sharon, Pa., now the home 
city, conceived the idea of and formed 
Protected Home Circle, especially to 
provide protection to a large class of 
people not usually covered by insurance 
companies. Other organizers were Dr. 
Salem Heilman, Maj. Alexander Mc- 
Dowell, banker; A. W. Williams, at- 
torney; J. V. Rose, brick manufacturer, 
and W. H. Horton, a bookkeeper. 


Has Had Only Four Presidents 


The Rev. Mr. Hall was the first 
supreme president and Mr. Stratton was 
in that post from 1894 to 1901, when the 
minister resumed the position 1901-1905. 
After him, 1905 to 1924, came Andrew 
C. McLean, and then S. H. Hadley, 
who now is president. Mr. McLean was 
principal of the Luckey schools in Pitts- 
burgh and former editor of the “Eagle” 
at Sharon. Mr. Hadley had been cashier 
of the McDowell National Bank in 
Sharon and previously was superinten- 
dent of schools there. 

Under his supervision the society 
made its change to the legal reserve 
basis and adequate premium rates in 
1926, and he has been responsible for 
much of the society’s present sound con- 
dition. 


Society Unusually Successful 


The society has been unusually suc- 
cessful. It has a full time management 
at the head office, has had a very suc- 
cessful mortality and investment record, 
all of which made possible the action of 
the directors in June, 1945, authorizing 
payment of all war death claims in full, 
even though the society’s certificates 
contained a war clause reducing such 
claims to % the face amount in case of 
death in military or naval service in 
connection with actual warfare. There 
were 150 war claims paid totaling $107,- 
750 in excess over the contractual ob- 
ligations of $71,619. . 

P.H.C. started a junior department in 
1930, insuring from birth to age 16. At 
the end of 1945 there were 23,634 junior 
members in addition to 8,540 who had 


been transferred to the senior depart- 
ment when they matured. The society 
erected and now occupies its own home 
office building. 


N.F.C. Reports Results on 
Benefit Questionnaire 


Results of a questionnaire sent to 
member societies by the National Fra- 
ternal Congress relating to benefit in- 
surance were bulletined to members by 
F. F. Farrell, manager. Replies from 
93 societies showed 40 write no benefit 
insurance of any type, 39 write accident 
insurance, 23 write sickness policies and 
16 issue hospitalization coverage. 

There were six societies which re- 
ported they embodied these benefits in 
regular certificates, and 29 write them 
separate from the life insurance. 

Experience of 30 societies has been 
good on accident, 15 good on sickness 
and also 15 good on hospitalization; 
while nine reported fair experience on 
accident, eight fair on sickness and one 
fair on hospital coverage. 

Thirty-one societies reported the types 
of insurance have received favorable 
acceptance from members. 

Data also were given on non-medical 
insurance, 53 societies reporting good 
experience with it; four, fair experience. 
Eight do not write non-medical; one 
contemplates doing so. 


A. O. U. W., Fargo, Has New Policy 


Ancient Order of United Workmen of 
North Dakota, which was one of the 
first life insurers to issue juvenile in- 
surance on the commissioners standard 
ordinary reserve basis, now has intro- 
duced a retirement income policy based 
on the C.S.O. 234% and 1937 Standard 
Annuity table. Each $1,000 of insurance 
provides $1,512 cash value at age 65, 
or a 10 year certain life income of $10 
monthly for men or $9 monthly for 
women. Death benefit is $1,000 or the 
cash value, if greater. 











V. J. Pakes, assistant secretary of 
Woodmen of the World Life, attended a 
luncheon meeting of 50 national officers, 
department heads and veteran employes 
to welcome George S. Ling, the new 
associate actuary, only to find the main 
purpose of the luncheon was to pay re- 
spects to him for 50 years’ service with 
the society. Mrs. Pakes and Eugene V. 
Pakes, his son, who is actuary of Wood- 
men Circle, showed up at the luncheon, 
which surprised Pakes, Sr., until he be- 
came aware he was the guest of honor. 
Farrar Newberry, president, presided. 
De E. Bradshaw, chairman, presented a 
gold service medal, and J. M. Sturde- 
vant, assistant general attorney, gave 
him a fine engraved wrist watch, gift of 
the fellow employes. 

Mr. Pakes is 73 and came to this 
country from Czechoslovakia where he 
was born. He moved to Omaha at the 
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age of 16 and joined W.O.W. in the ac- 
counting department. He has been as- 
sistant secretary since 1935. 


Schooled in Fowler Agency 

F. E. Gould, who becomes general 
agent of New England Mutual for Ver- 
mont with headquarters at Burlington, 
got his experience in the E. S. Fowler 
agency at Chicago, which has developed 
a number of other general agents for 
the company. He started as an agent 
and then was switched to inside work 
and became office manager. Later he 
was made assistant to the general agent. 
He has had a most excellent record. 


Put Out Year Book 


The Insurance Accounting & Statisti- 
cal Assn. has put out a year book. It 
contains a list of members and officers, 
a history of the organization, and a 
research index of the “Interpreter,” the 
association’s bulletin. 

Plans for a 1947 conference call for 
a meeting in May in Chicago. 








Union Mutual Has Group Plan 


Managers, agents and agency Office 
employes have been extended group in- 
surance benefits by the -directors of 
Union Mutual Life. : 


Escheat Statute of 
New York Attacked 


(CONTINUED FROM PAGE 3) 





and if there is any reason to escheat 
that is the only practical basis. Mass- 
achusetts, New Jersey and Pennsyl- 
vania, the only other states having 
escheat statutes mentioning life insur- 
ance, limit their application to domestic 
policies. 


Companies Entitled to Benefit 


If a policyholder “abandons” a pol- 
icy, the insurers and their policyholders 
are legally and morally entitled to any 
benefit, just as they suffer from unjust 
claims by some policyholders, counsel 
declared. 

Under automobile, fidelity and other 
casualty insurance policies many claims 
are never filed by policyholders, and 
yet it would be absurd to escheat the 
value of these claims. The only differ- 
ence is psychological, not legal. 

If the statute is retroactive, as claimed 
by New York, it nullifies provisions of 
policies already issued. 

“The escheat theory, since someone 
discovered its revenue possibilities, has 
been extended like a wedge,” the com- 
panies declare. “The resistance is usu- 
ally mild and after a few years each 
new advance acquires an air of legality. 
The domestic companies endure this un- 
constitutional levy on their ‘New York 
business’ in exchange for a legislative 
amendment in 1940 relieving them from 
it as to their business in other states... 
This is not regulation, or even taxation, 
but a plain extra-territorial encroach- 
ment, an unfortunate invitation to juris- 
dictional conflicts and legislative retalia- 
tion by other states.” 


May Start Epidemic 


New York legislation, the companies 
continue, especially revenue producing, 
becomes epidemic in other states. Both 
Massachusetts and New Jersey copied 
the New York statute in 1946, but so 
far have limited their acts to domestic 
companies. 

If escheat statutes are upheld as to 
life insurance, especially as to foreign 
companies, the same policies will often 
escheat to several states, subjecting the 
companies to double or multiple liability. 
Several bases of jurisdiction may be 
claimed by several states. 

The state’s brief argues that it is well 
settled that a state may compel sur- 
render to it of appropriate tangible or 
intangible personal property in the ter- 
ritorial limits of the state where there 
is belief that the fund has been aban- 


=> 


doned, forgotten or otherwise left with. 
out private ownership. It is sufficient 
that the fund be “constructively in the 
state’s territorial limits.” 

The unclaimed funds of such policies 
are not the property of the insurance 
companies but rather unclaimed liquj. 
dated debts due and owing from the 
companies to those insured or their ben. 
eficiaries, Mr. Wagman argued. He 
pointed out that burden of establishing 
a breach of warranty or falsity of g 
material representation rests on the com. 
pany. Monies due on a matured policy 
represent a debt due from the company 
to those entitled to the proceeds of the 
policy. Upon the death of insured, the 
policy as such ceases to exist and there 
remains simply a liquidated debt. 

The state further argued that “do. 
mestic agencies” of out-of-state com- 
panies are in the eyes of the law com- 
plete and separate organization which 
are to be treated as domestic corpora- 
tions. The situs of the debt or claim 
is in this state. 

Further, the companies in the preseni 
action ‘cannot be heard to plead the 
alleged infringement of the constitu- 
tional rights of the insured or of benefi- 
ciaries under the policies.” 

Mr. Wagman made the point that 
the companies refer to possible double 
or multiple liability, but “the constitu- 
tionality of a statute is not to be decided 
hypothetically.” Also, “if there is a 
reasonable doubt, the act should be 
upheld.” 

B. M. Anderson, counsel for Connec- 
ticut General Life, attended the hearing 
as an interested spectator. 


Convention Dates 





Aug. 22, Northern California Manage- 
ment Conference, Claremont Hotel, 
Berkeley. 

Sept. 4-6, International Assn. Insurance 
Counsel, annual, Wernersville, Pa. 

Sept. 4-8, Million Dollar Round Table, 
French Lick, Ind. 

Sept. 9-10, International Claim Assn, 
Chateau Frontenac, Quebec. 

Sept. 9-13, N.A.L.U., annual, Statler Ho- 
tel, Cleveland. 

Sept. 15-20, Assn. of Superintendents of 
Canada, Nova Scotia Hotel, Halifax. 

Sept. 23-25, L.O.M.A., annual, Hotel 
Schroeder, Milwaukee. 

Sept. 30-Oct. 2, Bureau Personal A. & 
H. Underwriters, annual, Stockbridge, 
Mass. 

Oct. 7-11, American Life Convention, 
annual, Edgewater Beach Hotel, Chicago. 

Oct. 9-11, Institute of Home Office Un- 
derwriters, Edgewater Gulf Hotel, Edge- 
water Park, Miss. 

Oct. 21-24, National Fraternal Congress, 
Hotel Morrison, Chicago. 





Openings for Agents in Several 
Good States. Complete portfolio 
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Mutual Life Marks 
100th Year 


(CONTINUED FROM PAGE 21) 


with its complete reorganization reach- 
ing deep into every phase of agency op- 
erations and every department. He said 
this has been a difficult period in the 
company’s history, and he thanked the 
agents for their cooperation and faith 
in the management. 

He said the great increases in pro- 
duction which occurred in the last half 
of 1945 and so far this year can scarcely 
be expected to continue indefinitely, so 
the agents must now prepare for the 
days when selling will be more diffi- 
cult. To this end he urged them to 
learn the business thoroughly, estab- 
lish proper work habits now, develop 
skill in sales presentation, develop the 
proper concept of the business. 

In his opening remarks at the con- 
vention, he noted that prior to 1941 
upwards of 40% of Mutual Life busi- 
ness was obtained from brokers, special- 
ists and agents of other companies, but 
in the first six months of this year 
only 0.1% came from that group and 
99.9% from Mutual’s own agents. Be- 
fore 1941 the average policy in the 
company was $2,679; in the first half 
of this year it was $4,186. Mutual’s 
1941 total new business was $180 mil- 
lion; 1942, $157 million; 1943, $171 
million; 1944, $191 million; 1945, $203 
million, and in the first six months of 
1946 the total was4$146 million. 

In the five year war period the in- 
surance in force up to May 31 in- 
creased about a third of a billion. In 
the last six months of 1942 the de- 
clined ratio was 8.9%, but in the first 
half of this year it was only 1.9%. 
Before 1941, Mr. Hull said, less than 
10% of the applications had settlement 
attached but in the first half of 1946 
settlements were attached to 50.4% of 
all applications. The average expense 
rate per $1,000 new business on control- 
lable expenses, exclusive of commis- 
sions, was $12.34 in 1941; in 1945 it 
was $8.05 per thousand. 


Much More Agency Business 


He reported that in 1941 less than 
10% of the total business was being ob- 
tained from men under contract less 
than two years, but for the first six 
months this year 26.7% came from men 
in that bracket and in June the figure 
was 28.4%. The company had no or- 
ganized training program in 1941; today 
there is a well planned training pro- 
gram covering a three year period of 
study, planning and production. 

No change had been made in the com- 
pensation plan five years ago, but now 
there is a life time plan of compensa- 
tion under which more than 85% of 
the business is produced and which 90% 
of the old agency contract holders have 
elected. The company in Aug. 1947 
will begin making the first efficiency 
income payments, which will range for 
National Field Club members from $500 
a year up to more than $4,000 annu- 
ally in addition to commissions, re- 
newals and service fees. This will serve 
to stabilize agent’s income. 

“Our objective has not changed,” Mr. 
Hull stated. “We seek to make this 
a better company. We seek a satis- 
factory volume of quality business at 
a proper cost from a corps of well com- 
pensated career underwriters.” 

Women are “here to stay” in the 
business world, working, having in- 
comes, handling money and buying life 
Msurance, Vice-president Woodward, 
stated in his talk.- Changes in the 
home are pushing them out and condi- 
tions in the business world are pulling 
them out into business and professional 
life. He concluded that since 90% 
of all homes are in towns or cities 
and the average home is only a few 
small rooms, if not an apartment, full 
of labor saving gadgets and very few 
if any children, there are almost none 
of the chores that were so important 


XUM 


a part of the average woman’s life in 
the pioneer days of America. 

Today, he said, there is no longer 
enough that is really useful for an in- 
telligent woman to do in the home to 
keep herself occupied during most of 
the years of her life, and what there is 
yet to do is rapidly diminishing. So 
she can go out to get a job and help 
to provide a higher standard of living 
for her family, which more and more 
women are doing. : 

Now nearly a third of all jobs in 
the country are held by women, Mr. 
Woodward reported. “I want to repeat 
and emphasize that work by women is 
important and economically and socially 
desirable. Working women are helping 
to make this a better world—and they 
are going to help make it a much 
better one. Women in the _ business 
world are a rapidly expanding market 
for life insurance—indeed, they are the 
most rapidly expanding new market for 
life insurance, or any other product, of 
any sizable group in the United States.” 
He said about two-thirds of life insur- 
ance bought by women emphasizes liv- 
ing values. . 

The agent’s place in American busi- 
ness was discussed by L. R. Yates, dis- 
trict manager of the Oakland, Cal., 
agency. He said nothing, no machine 
or device, can take the place of an 
agent in the presence of a prospect. 
As proof he showed that after 40 years 
all the savings banks in Massachusetts 
have been able to put in force only 
about as much life insurance as a single 
New York company did in four weeks. 
Selling life insurance is more than a way 
of making a living, he stressed. It is 
a contribution to the community in 
which the agent lives. 

O. N. Robertson, agent at Los An- 
geles who has been outstandingly suc- 
cessful, told something of his methods. 
He handles particularly employer-em- 
ploye plans. Mr. Robertson uses the 
insured income service plan of Mutual 
Life, which he considers a most im- 
portant selling idea as it ties in with 
sOcial security, dramatizes the three 
fundamental necessities of living, food, 
shelter and clothing. 





Ad Campaign Against Inflation 


Life companies through the Institute 
of Life Insurance have released a Sstate- 
ment calling for exercise of common 
sense by the people, management, labor, 
and the government in combatting infla- 
tion. The statement, captioned ‘“Let’s 
Beat Inflation with Common Sense,” is 
being inserted as an advertisement in 
more than 300 newspapers. It lists the 
ways each group can aid in resisting 
inflation. 


Another Study of 
SS System 
Is Projected 


WASHINGTON—F ollowing the 
Calhoun study of social security, upon 
which Congress is basing some of its 
few changes in the social security law, 
there may be another investigation of 
the subject. In recommending the 
House social security bill, HR 7037, 
with amendments, the Senate finance 
committee inserted a provision for such 
a study by the joint congressional com- 
mittee on internal revenue taxation. 
That body would be charged with the 
job of investigating “all aspects of so- 
cial security” and reporting back to 
Congress by Oct. 1, 1947, results, with 
recommendations. 

The joint committee would be au- 
thorized to appoint an advisory. commit- 
tee of “individuals having special knowl- 
edge concerning matters involved in the 
study to assist, consult with, and ad- 


vise” it. Members of the advisory 
committee would serve without com- 
pensation. The joint committee would 


have power to hold hearings, subpoena 
witnesses and documents, employ neces- 
sary personnel and incur necessary ex- 
penses up to $10,000. 

The committee report recognized 
that many other changes in social se- 
curity legislation than those in the new 
bill “demand earnest consideration. Ex- 
tension of coverage of social insurance, 
the adoption of a long-range program 
for financing these insurances, revision 
of the benefit formula, protection against 
additional risks, and many other amend- 
ments of the present legislation must 
receive the attention of Congress at an 
early date,” the committee said. How- 
ever, it considered it “unwise” to at- 
tempt to deal with them at this time. 

Discussing the subject of federal 
grants to states for part of the social 
security program, the report says that 
the Senate committee on education and 
labor “has advised us that the whole 
problem of a health and welfare pro- 
gram would have to be given thorough 
study at the next session” of Congress. 
However, the committee recommended 
considerable increases in some of these 
grants. It also recommended a for- 
mula for larger federal contributions 
to low income states for certain public 
assistance purposes. 

The Senate committee recommended 
an amendment providing that amounts 
contributed by an employer to a trust 
for the purchase of annuity contracts 


for the benefit of an employe shall not 
be included in the employe‘s income 
in the year in which the contribution 
is made, if the contribution is made 
pursuant to a written agreement be- 
tween the employer and the employe, 
or between the employer and the trus- 
tee, before Oct. 21, 1942, and if the 
terms of such agreement entitle the 
employe to no rights, except with the 
consent of the trustees, under the an- 
nuity contracts other than the right to 
receive annuity payments. This amend- 
ment would apply with respect to tax- 
able years beginning after Dec. 31, 1938. 


Rehearing Asked in 
Kan. Tax Cases 


(CONTINUED FROM PAGE 3) 


states are taxed as low as 2%; Okla- 
homa companies 4%; South Carolina 
companies 3%; California companies 
21%4%, and District of Columbia com- 
panies 2%. 

The retaliatory law is declared to vio- 
late the due process and equal protec- 
tion clauses of the 14th constitutional 
amendment. The court’s decision in 
Lincoln National vs. Read does not 
foreclose petition for rehearing, Ameri- 
can Indemnity says, because the ques- 
tion of interstate commerce was not 
involved and also because that case did 
not raise questions concerning discrimi- 
nation by a state between foreign com- 
panies engaged in interstate commerce 
but domiciled in different states. 

Finally, American Indemnity says, it 
is improper to classify companies by 
states for tax purposes. “The only rea- 
son for the difference in tax rates above 
cited is that companies are organized 
under the laws of different states, and 
“such a classification is unreasonable, 
arbitrary, discriminatory, improper and 
invalid,” it declares. 








American Indemnity has filed an in- 
junction suit in cireuit court Springfield, 
Ill, against Insurance Director Parkin- 
son and State Treasurer Becker, claim- 
ing that it paid, under protest, a 3.5% 
tax on outstanding policies in \ Illinois. 
The company claims the tax discrimi- 
nates against foreign corporations and 
is suing for recovery of the money. 


W. Reginald Baker, “grand old man” 
of life insurance in New Jersey, will 
celebrate his 74th birthday Aug. 19. He 
has been with Mutual Life 57 years. 
He has qualified for the Million Dollar 
Round Table and has been a member of 
the company’s National Field Club for 
20 consecutive years. 
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C.L.U. Examination 
Results Reported 
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Penn Mutual, Providence, R. I.; Rohlick, 
B. F., Reliance Life, Washington, D. C.; 
Root, R. R., Pacific Mutual, San Fran- 
cisco; Rosenthal, A. D., Prudential, Chi- 
cago; Rossman, H. J.. Equitable Society, 
Houston; Ruffner, R. W., Prudential, 
Newark, 

Saffel, D. W., Reliance Life, Morgan- 
town, W. Va.; Scanlon, T. G., Old Ameri- 
can, Kansas City; Schwalbe, C. O., 
Southwestern Life, Lubbock, Tex.; Sea- 
man, M. B., John Hancock, Hempstead, 
N. Y.; Sears, H. T., Equitable of Iowa, 
Des Moines; Seay, C. E., Southwestern 
Life, Dallas; Sechtman, L. W., Aetna 
Life, New York; Sedgwick, Erma B., 
Connecticut Mutual, Syracuse; Shell, 
Ernest, Great Lakes Mutual, Detroit; 
Sherwood, B. T., Penn Mutual, New York; 
Shoup, G. L., Lincoln National, Grand 
Rapids; Silversmith, H. P.. Metropolitan, 
Homestead, Pa.; Simpson, W. C., National 
of Vt., Dayton; Slaby, J. J., Metropolitan, 
Cleveland; Sloan, M. A., North Carolina 
Mutual, Philadelphia; Sprintz, A. L., 
United States Life, Brooklyn, N. Y.; 
Storer, H. W., Mutual Benefit, Chicago; 
Sullivan, W. A., Metropolitan, Mt. Ver- 
non, N. Y. 





ge 

Tanioka, G. I., Occidental Life, Hono- 
lulu, T. H.; Thomson, A. H., New York 
Life, New York; Thorne, R. F., Berkshire 
Life, New York; Thurston, H. M., New 
England Mutual, Boston; Timpano, E. J. 
Metropolitan, Newark; Trice, E. L., 
Southland Life, Waco, Tex. 

Warshaw, S. C., Metropolitan, Albany, 
N. Y.; Webber, L. E., Equitable Society, 
Youngstown; West, R. E., Equitable So- 
ciety, Indianapolis; Wheeler, R. B., Bank- 
ers Life, St. Paul; Williamson, S. G., Jr., 
Mutual Benefit, Providence, R. I.; Woods, 
R. O., John Hancock, Indianapolis; 
Wyatt, A. K., Franklin Life, 
W. I., Mutual 
York, L. Aetna 
Haven, Conn. 


Finds Minor Points 
May Close Sale 


(CONTINUED FROM PAGE 11) 
plain that, we did; and he said, “Come 
back and see me in about ten days.” 

“We went back in ten days. He said, 
‘I have some sisters and brothers in 
Germany, can you send them a check 
without their signing anything?’ We 
told him we could and explained, again, 
just how it was done. He bought $10,- 
000 in five twos, each payable to a dif- 
ferent sister and brother, living at three 
separate addresses. Nor was that the 
only sale, he became a repeater. 

“Another man ordered a five after 
talking for weeks about another ten. 
We ordered out a second five, just in 
case. When he had paid for the first one, 
we showed him the other, telling him that 
he had not seemed quite sure of the 
ultimate amount, so we had brought an 
extra policy to make it ten, if that was 
what he really wanted. He asked, ‘How 
many of those extra policies have you 
had_ to ?? We answered, ‘a 


Rome, Ga. 
Life, Cincin- 
Life, New 








return? 
couple.’ ‘Give it to me,’ he said. I don’t 
want to be the third man.’ : 

“We got another man, when he sug- 
gested a later date, by asking him if 
he could sign a guarantee to be alive 
and well. He looked solemn for a min- 
ute. Then he laughed and said, ‘You 
fellows know all the answers, might 
as well do it now.’ 

“These are not too original methods; 
the latter two, at least, have been well 
used by many men. The point is, of 
course. not to let yourself get pushed 
out of the picture too easily. Know 
the answers and be ready when it is 
time to use them. Purchases are not 
always made for very weighty reasons. 
Be ready with a quirk!” 


Insurance Confused in Germany 


German life insurance in the Russian 
zone, according to the “Review” of Lon- 
don, is being held in abeyance. It is 
stated that Russian authorities have 
ruled that all life policies in force of 
persons domiciled in the Russian zone 
before the end of the war are to be held 
in abeyance and premiums will not be 
collected nor is anything paid out at 
death or maturity. 

In the western zone a meeting was 
held of German and Swiss insurance men 
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compared with the general inflation in 
prices. Present procedure on payments 
is being continued, under which full 
benefits are paid for death after May 8, 
1945, and 40% on earlier deaths and all 
maturities. 


C. G. Ashbrook Maintains 
Record as Cub Fan Superior 


At a recent luncheon of the insurance 
membership group of Union League 
Club at Chicago, which was held in 
honor of presidents of Illinois legal re- 
serve life companies, the group chair- 
man, C, M. Cartwright, made an inter- 
esting announcement in connection with 
the absence of President E. S. Ashbrook 
of North American Life of Chicago. He 
stated that Mr. Ashbrook had been re- 
luctant to miss the luncheon, but to at- 
tend would mean to break a remarkable 
record as a Chicago Cub fan. For 11 
years he has attended every Cub baseball 
game played in Chicago except six. He 
is a Cub fan superior. 

When the Cubs are in town and he is 
at his office, he has his lunch sent to his 
desk and an hour before the game be- 
gins he goes out to the park and loses 
himself entirely in the excitement of the 
game. He forgets about his business, 
his worries and himself. He buys a sea- 
son box seat near the Wrigley box and 
thus has become acquainted with the 
team and as an onlooker undoubtedly, he 
would be called an authority. Mr. Ash- 
brook considers this pastime his hobby, 
his vacation and his recreation. During 
the depression years when the problems 
facing executives were nerve racking, he 
would go to the ball game and instead 
of returning home and worrying about 
his desk, he would spend his time going 
over the game deciding what was done 
that should not have been done and what 
was not done that should have been 
done. In this way, his mind was re- 
freshed and equilibrium not disturbed. 


Salt Lake Chapter Elects 


The Salt Lake City C. L. U. chapter 
has elected these officers: President, M. 
H. Ridges, New York Life, succeeding 
F. M. Kelly, Mutual Life; vice-president, 
O. L. Richards, Metropolitan; secretary- 
treasurer, T. W. Fotheringham, Metro- 
politan. ” 








E. Tom Proctor, Nashville, general 
agent for Northwestern Mutual and 
president of the Tennessee Association 
of Life Underwriters, addressed the 
Sales Executive Council of the Nash- 
valle Chamber of Commerce on “Build- 
ing Sales Leaders.” 
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Just off the press!— 


DCORWAYS 
TO 
PROSPECTS 





36 Practical, Tested Ways of Building 
and Maintaining a Perpetual Group of 
Good Prospects 


Some Chapter Titles! 


Accent on Occupation 
Building for the Future 

Client Cooperation Pays 
Delivery Time is Harvest Time 
The “Four Circle” Method 
The “Idea to Prospect” Plan 
Meet “Brother Joe” 

The Neighborhood Prospector 
Newspaper Pete 

“Nosey Parker” in Action 

On the Hunt for Prospects 
“Program-Building” Approach 
Prospecting by Appointment 
The “Spiral” Method 

The Telephone Approach 

The “Tab on Time” Plan 


And Many Others! 


He Practices What He Preaches! 


Mr. Cagan is a “topclubber” with the New 
York Life. He started out a total stranger in 
Los Angeles about six years ago. He has aver- 
aged better than $40,000 a month for the past 3 
years. In 1945 he paid for 186 applications for 
a total of $500,114.00. 


His record is typical of that of the men who 
have contributed to “Doorways to Prospects”. 
All of their plans are being applied successfully 
every day. Order your copy NOW! 


It will give you a real "lift"! 














New! Unique! Different! 


“Doorways to Prospects” 


An Important NEW "Business-Builder™! 


By Maxwell S. Cagan, New York Life, Los Angeles 


Prospecting—-selecting people to whom YOU can sell life insurance, 
is generally considered the most important single factor in pre-deter- 
mining your degree of success as a life underwriter. Almost any sales- 
man can increase his business by improving his prospecting methods 
or activity. It is an accepted fact that, assuming a group of salesmen 
of equal ability, the one who excels in prospecting will be the most 
successful. Thus prospecting is really The KEY to Your Incomel 


A 'Gold Mine’ of Successful Practical Prospecting Plans 


Here at long last, is a storehouse of practical prospecting plans, con- 
tributed by many successful underwriters of assorted types and per- 
sonalities, each of which has proven its value over and over again. 
Each plan has been “field-tested” and is regularly bringing excellent 
returns to its contributor. 


New Ideas Galore 


In “Doorways to Prospects”, Mr. Cagan has collected the actual 
methods used by a representative group of steady producers — (not 
unusual outstanding stars) but worthy men of the type that make up 
the backbone of the business. Each tells just how he does it—in his 
own language. 

With Mr. Cagan’s new book, you have at your command practically 
all of the ways and means of finding prospects—told in an intimate 
easy-to-follow style. Brief character sketches of the contributors will 
assist in selecting plans for any individual. No one should try all the 
suggestions, but every field man— newcomer or experienced — will 
find many which he may adopt with real benefit. 


To General Agents and Managers 


Select any plan that fits the underwriter’s personality — work it to 
give it a fair chance — and you'll have the answer to the basic problem 
of many thousands of field men! “Doorways to Prospects” will sell a 
lot of life insurance. 
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1 You May Order "On Approval" — Mail This Coupon NOW! 
Send on “ten day approval” 

} ..cop...."Doorways fo Prospects” by M. S. Cagan 

itoies O Check attached O Charge Acct. O C.0.D. 
| Coca: —- a TN oss kde cdndacsccudeenenseas Wen caccckunawen 
f 6 copies 1.90 ea. 

12 copies 1.80 ea. Company ba 4O0bd 4 a DeCeeee de de edun deeds eaneeeuaeees 
j 25 copies 1.75 ea. 

50 copies 1.70 ea. Address PEUTTTTUCTTLORE CCC ORT CCC Cer re 
cla a Ric cnk cater ancectians (Zone ) Geer cccdaxes 
| To THE NATIONAL UNDERWRITER CO., 420 E.. Fourth St., Cincinnati 2, O 












































“Tt’s gust the policy I need... 
'll sign the application tomorrow” 


This sort of situation calls for a decision. If you are a 
good life insurance agent you know that the right time 
to sign an application is not tomorrow — but NOW. 

Consequently sometimes you may wonder: “Should I 
keep working to get that signature now? Or, let him put 
it off? Which is the sounder procedure?” 

In connection with questions such as these some re- 
cent experiences of the John Hancock may interest you. 
We asked an outside organization to interview a number 
of buyers and prospective buyers of life insurance. 
Almost invariably the person interviewed commented 
favorably on the helpfulness of the life insurance agent 
and on the soundness of his advice. Rarely was there 
any criticism on the score of too much persistence. 





These are pleasant things to know. But they are more 
than that. They are part of the proof that the time which 
has been devoted to helping agents give good service 
has been well spent. They point to an increasingly fine 
future for the life insurance business and for life insur- 
ance agents. 





Eighty-three 
years of growth - 
LIFE INSURANCE COMPANY 
oF Boston, MASSACHUSETTS 

GUY W. COX PAUL F. CLARK 
Chairman of the Board President 


Insurance in force 
December 31, 1945 
$7,256,618,763 

















